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Alihough W. W. Willson finds that 
the road to wealth is a trifle easier in 
the real estate business, he is at heart 
a good shoe man ever. 
five years of shoe experience, with an 
intimate acquaintance of merchants na- 
tionally, he cannot separate himself 
from a feeling of keen interest in shoe 
merchandising. 

As one of "the leaders of the N. S. 
R. A., the man who established their 
plan of financial structure, he was an 
outstanding advocate of “getting more 
shoes sold right.” His contribution to 
the trade during his twenty-five years 
entitles him to be always termed a 
“shoe merchant emeritus.” 

His view of the industry from the 
outside is interesting and valuable. 
He is in the real estate business in his 
own home town and is developing his 
community with all the vigor that he 
put into the shoe business. He is a 

eader in real estate association work. 
He finds his new game just as interest- 
ing and needing just as much hard 
work as he ever put into the shoe busi- 


ness, —Editor’s Note. 
éé 

I that every thump of the cash 

register from now to Easter 

carries with it sweet profit. Well, 
I agree with you, provid- 
ing, however, that the 
merchant has bought the 
right shoes, at the right 
cost, and has put on the 
right price to make a 
profit. Merely thumping 
a cash register will not 
make a profit, unless the 
difference between the 
total cost and the selling 
price is sufficient 
to show a profit P 


HAVE noted your statement 
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The Public Has Profited Most 


By W. W. Willson 


the expenses of doing business, 

“I believe that nowadays you 
must put out good merchandise, 
whether it be selling shoes or auto- 
mobiles, and the dealer himself must 
put on a profit sufficient to give him 
a net profit. 

“If the merchant digested even a 
small part of the many good 
thoughts that I have observed as I 
glance through the RECORDER, even 
though I am out of the shoe busi- 
ness, they would find it very help- 
ful to them. 

“As I observe the shoe business, 
it is highly competitive, and the 
multiplicity of styles, particularly in 
the women’s part of the business, 
has not lessened the gamble that 
goes with the shoe business. 

“The man who plays it suc- 
cessfully must study all points 
of the game that will lead to a 
profit, and not be misled by the 
theory of cutting prices and 
running on a short margin; 
otherwise he’s quite likely to 


















be on the wrong side of the 
profit column. 


66 HAT Mr. Geuting says about 

adding 10 cents a pair to 
each sale made throughout the coun- 
try is good advice, and I know that if 
you’re breaking about even now that 
extra ten cents will give you a hand- 
some profit, if you’re doing any vol- 
ume of business at all. It’s many 
little things that make big things, 
if you have enough of them and put 
them together. 

“Overbuying is one of the worst 
faults and causes of the greatest 
losses, as the dealer is then obliged 
to dump on the market a lot of mer- 
chandise at a low price in order to 
move it, without a profit to himself. 
The shoes purchased by the customer 
at a low price wear just as long, and 
the stores cheat themselves out of a 
profit they are entitled to. The 
question of not overbuying is a 
hard one to accomplish at the best. 
If each merchant would follow the 
thought of getting a profit on every 
pair of shoes that he sold, the result 
would take care of itself at the end 
of the month or year. 

“When the merchant thumps his 
cash register without a profit, 
and continues this too much of 
the time, then he’s thumping 
himself out of business, and 
hurting the manufacturer who 
depends on the retailer for 
distribu- 
tion of his prod- 
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after paying all =~ 
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“What Cost Business?” 


By Frederick E. Norton 


Secretary, Syracuse (N. Y.) Chamber of Commerce 


N order that Syracuse retail 
I merchants may compare their 
costs of doing business with the 
expenses of other merchants in simi- 
lar lines of business in other cities, 
our office has compiled and sent to 
all Chambers of Commerce members 
a concise and accurate summary of 
the average costs of operating vari- 
ous retail stores throughout the 
United States. 

The retail .shoe store is among the 
types of businesses considered in 
this survey. The main expense of a 
shoe store consists in wages, sala- 
ries, rent, advertising, taxes, in- 
terest, supplies, heat, light, power, 
insurance depreciation of fixtures, 
collections, bad debts, traveling, ser- 
vice, wrapping, selling, and so on. 
We have figured out what the per- 
centage of each of these bears to the 
total sales volume for shoe stores of 
various sizes, deriving therefrom 
what the gross and net profits 
should be and approximate stock 
turns per year to make this margin. 

Tables and figures which we have 
supplied these merchants will show 
them just exactly what a store doing 
the volume of business each mer- 
chant is doing should spend for rent, 
wages, etc., all down the line. The 
truth is, as we stated in a letter to 
each merchant, that most retailers 
are blind to the most vital part of 
their business—the cost of doing 
business. 

The following gives you authori- 
tative information on how to treat 
your expense accounts and shows 
you whether your cost percentages 
are too high or too low. The first 
item to consider is “Salaries and 
Wages.” This is your largest ex- 
pense item. But salaries and wages 
should not be put into one general 
account on your books. They should 
be analyzed first and then classified 
in accordance with a consistent, 
practical method—either by the kind 
of service performed or by depart- 
ments—preferably by a plan em- 
bracing both. If this is not done, 
although you may be making money, 
you cannot know how much each de- 
partment has. contributed to your 
final profit—or loss; but by classify- 
ing expenses according to depart- 


No more useful function can be 
served by Boards of Trade and 
Chambers of Commerce throughout 
the country than the dissemination 
of facts and figures which will be of 
benefit to the merchants of their re- 
spective communities. The article 
on this page is the result of such an 
effort. It was compiled for distribu- 
tion among the retail shoe mer- 
chants, and others interested, in 
Syracuse, N. Y.—EDITor’s NOTE. 





If you are a manager, you should 
charge your business with a salary, 
the amount of which should be what 
you would have to pay if you were 
to employ a manager. This will en- 
able you to make an intelligent com- 
parison of your “Salaries and 
Wages” expense with the figures 
shown below: 


Salaries and Wages 
Net Sales Equal 100% 
Sales: Less than $30,000 
Wages of sales force........ 


Buying, management and of- 
fice salaries 


11.1 


Sales of $30,000 to $49,000 


Wages of sales force 
Buying, management and of- 
fice salaries 


Sales of $50,000 to $99,000 


Wages of sales force........ 
Buying, management and of- 
fice salaries 


Sales of $100,000 to $249,000 


Wages of sales force........ 

Wages of delivery force..... 

Buying, management and of- 
fice salaries 


Sales of $250,000 and over 


Wages of sales force........ 

Wages of delivery force..... 

Buying, management and of- 
fice salaries 


9.9 
0.1 


Next to salaries, rent is your big- 
15.1 gest expense item, one which is in 











Operating Expenses in Shoe Stores 


—Net sales—100%— 


ess 
than 
$30,000 


Per cent 


Expenses 


Wages of Sales Force 
Advertising 
Wrapping and other selling 


Total Selling 
Delivery 
Buying, Mgt., and Office Salaries. 
Office Supplies, Postage and Other 
Management 


Total Buying and Management 
Rent 

Heat, Light nad Power 
Taxes, except on Buildings and 

Income 

Insurance, except on buildings... 
Repairs of Store Equipment 
Depreciation of Store Equipment. 
Total Interest 
Losses from Bad Debts 
Miscellaneous 


Total Other Expense........... 
Total Expense 
Gross Margin . 
Net (+)Profit or (—)Loss —2. 


Stock-turn (times a year) 


Per cent 


—— Volume of Sales 
$50,000 9100,000 


to to 
$99,000 $249,000 


Per cent Per cent 


$30.000 
to 
$49,000 
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ments, you can determine whether 
you are operating any at a loss. 
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need of your special attention. Too 
much space means waste; too little, 
inefficiency. If you own your own 
store, don’t be misled into believing 
that you pay no rent. You do; for 
instance, taxes and insurance on 
land and building, as well as repairs 
and depreciation on the latter, all 
are expenses which you would not 
incur if you rented the store you 
occupy. 

If a’ merchant is the owner he 
should charge against his operating 
expense the amount which he 
ordinarily would have to pay 
as rental for similar accom- 
modations. The sum _ so T 
charged should cover (1) in- 
surance on real estate and 
building; (2) taxes on real 
estate and building; (3) re- 


the three main 
groups in stores doing from 


$50,000 to $99,000........... 2.2 
$100,000 to $249,000......... 2.8 
$250,000 and over........... 3.8 
Depreciation 
Depreciation is the decline in 


value of property through use and 
natural causes. We shall consider 
only depreciation on store equip- 
ment at this time, since depreciation 
on buildings is treated elsewhere. 
There is a silent force at work con- 
stantly reducing the actual value of 
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from the purchase price and divide 
by the probable life of the asset. 
For example, equipment is _ pur- 
chased for $2,200, probable life 10 
years; estimated scrap value, $200. 
Two thousand two hundred dollars 
minus $200 equals $2,000 to be writ- 
ten off during 10 years. Therefore, 
$2,000, divided by 10 equals $200, 
the annual charge to depreciation. 


Common 

Net sales equal 100% Figure 
Sales: 

Less than $30,000..... 0.4 





he_ relationship between 
expense 


$50,000 to $99,000 





pairs to building; (4) depre- 
ciation on building, and (5) a 
normal return on investment 
in land and building. 

In view of the foregoing, 
the following method of com- 
parison should be used: 

Merchants who own their 
own stores—compare aggre- 
gate cost of the five items 
enumerated above with the 
following figures. 

Merchants who rent their 
stores—compare rental cost 
percentage with those given 
below. 










Totel 
Other 
Expense 


9.6% 














. 


\ i 


$30,000 to $49,000..... 0.3 
$50,000 to $99,000..... 0.4 
$100,000 to $249,000... 0.4 
$250,000 and over..... 0.5 


Bad Debts 


\\ 

Personal credit, or the 
credit extended by a mer- 
chant to his customers, may 
effect the entire structure of 

\\ distribution. If a retailer ex- 

\\ tends credit in a careless 
manner, he is apt to suffer 
great loss and consequently 

cannot settle with his jobber. 
And if several retailers deal- 
ing with one jobber find them- 
selves in the same predica- 
ment, the jobber may “go on 
the rocks”; and if many job- 
bers become insolvent, it 
spells ruin for some manufac- 
turer. Even the consumer is 
affected, since he pays higher 
prices because of these fail- 
ures. 

We have some real good ad- 
vice to all shoe merchants: 
Get your customers into the 
habit of making regular pay- 
ments, and set their paydays 








Rent 
Sales: 
Less than $30,000..... 3.3 
$30,000 to $49,000..... 2.9 
$50,000 to $99,000..... 3.0 
$100,000 to $249,000... 3.9 
$250,000 and over..... 3.9 
Advertising 


“Advertising”’—the _ silent 
salesman—covers a multitude 


of business done. 


You will note in the table on the opposite page that 
shoe stores have been grouped according to the volume 
Of these groups, the first one to 
show a profit, according to this survey, is the one 


as your paydays. Cooperate 
with your fellow-merchants 
and find out how Brown is 
coming . across, how much 


of sins. It is one of those Going from $50,000 to $99,000 business annually. Be- Smith owes; then govern 
expense accounts whose title low that volume a loss has been incurred. Above that yourself accordingly. Base 
does not reveal its contents. figure, net profit and stock turn both show an increase your credit on Character, Ca- 


Its purpose is double—to sell 
merchandise and to build confidence. 
Advertising embraces newspaper 
and periodical publicity, painted and 
electric signs and other means used 
to acquaint the public with you and 
your merchandise. 

Despite your peculiar local condi- 
tions, whatever they may be, com- 
parison is the most efficient barome- 
ter to aid you in arriving at a suit- 
able appropriation for advertising. 
Compare your expenditure with the 
figures of others in your trade given 
herewith. They, no doubt, will 
prove of great value to you. 


Sales: 
Less than $30,000........... 1.6 
$30,000 to $49,000........... 2.1 


your fixtures, and a consistent policy 
of allocating this loss should be fol- 
lowed. The best plan is to write off 
annually an equal amount so as to 
provide for the replacement when 
the time arrives. If this is not done, 
your Profit and Loss statements for 
the years the fixtures are in place 
will reflect greater profits than were 
actually earned; while the year in 
which replacement is made will bear 
an unjust charge for operation. 
While there are numerous methods 
of computing depreciation, the 
“straight-line” method is the most 
common because of its simplicity. 
Briefly, this method is as follows: 
Subtract the estimated scrap value 


pacity and Capital. The fol- 
lowing figures will give you an idea 
of bad debt losses. 


Sales: 
Less than $30,000........... 0.3 
$30,000 to $49,000........... 0.3 
$50,000 to $99,000........... 0.2 
$100,000 to $249,000......... 0.2 
$250,000 and over........... 0.1 


Taxes 


If you are a store owner you pay 
more taxes and insurance than if 
you paid rent. To attain compara- 
ble figures your tax account should 
include only city, county and State 
taxes on merchandise, equipment 
and capital stock. Taxes on real 
estate are considered as part of 


[CONCLUDED ON PAGE 62] 
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Getting More Shoes Sold Right 
“There Are None So Blind--”’ 


T is an astonishing thing to contemplate—the 

blindess of some seemingly intelligent business 
men. With so many evidences on every hand, with 
proofs positively presented, still there are those 
who deliberately close their eyes to facts. It is as 
if one who were suddenly brought face to face 
with Niagara Falls should say there is no such 
thing as water flowing over a precipice. 

Just why it is that certain manufacturers re- 
fuse to recognize the power of publicity is more 
than the ordinary person can conjecture. We see 
new concerns spring into life, and, almost over 
night, take front rank. They displace the older 
ones that have gone along at a snail’s pace for 
years. Almost every year we see one of the old 
timers pass from the scene, dead from dry rot. 
In the West we see young giants overshadowing 
many of the oldest and seemingly solidly estab- 
lished concerns. 

And why? Because the older concern declined 
to see the light. 

Here is a typical case: One of the oldest manu- 
facturing plants in the United States passed out 
of the picture a year ago. Twenty-five years ago 
it was one of the foremost makers of men’s shoes. 
Little by little it faded and at length died from 
sheer inertia. Contrasted to this is a new concern 
just nine months old that is coming like an ex- 
press train. Surely there is no magic or hocus 
pocus that brings success so quickly. 

No, decidedly not. It is all summed up in the 
one word: “Advertising.” 


New Yorx 
239 W. 39th St. 


PHILADELPHIA 
214 S. 12th St. _ 
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The old timer would not see it. The new one 
does. That’s all there is to the story. 

The manufacturer who has the vision to look 
far into the future builds wisely upon quality and 
then tells the world about his doings. He makes 
a good product and lets it be known. The old 
timer is apt to say: “My product is my best ad- 
vertisement.” Yea, that is partly true. But if 
the world knows nothing of that product? What 


then? 


Certain of the ultra-conservatives, as they love 
to call themselves, quote from an old saying con- 
cerning mouse traps in the wilderness and the 
path of the world will make to the door if the 
product. be the best. The old yarn lacks a lot. 
It needs modernizing. It should be dissected and 


‘torn to bits so that its inconsistencies may be ex- 


posed. 

In the first place, suppose that a man makes the 
best mouse trap in the world. He must sell the 
first one. He must let it be known that he is turn- 
ing out a first class article. How can the world 
make a pathway to his door unless it knows where 
he lives? 

The inconsistent attitude of the non-advertiser 
is all the more saddening because he is so stubborn 
about it. Ask one of them what he does when 
business falls off and he will tell you he works a 
bit harder. Ask him if he closes down any of his 
activities, such as laying off traveling salesmen, and 
he will regard you with amazement. Lay off sales- 
men? Goodness sakes alive! Why that would be 
ruinous. You have to keep after the trade or they 
will forget you. Right there he touched the vital 
spot. And yet he lays off his best salesman—ad- 
vertising. He loses touch with the world because 
he declines to employ the greatest agency to tell 
the world. 

The man who does not believe in advertising in 
these days may as well confess that he is a back 
number—doomed for the discard, on his way to 
the bone yard. He may as well say that he does 
not believe in radio or the X-Ray. 

When business falls off there is one sure way 
to pep it up. That is the quick, sure way of pub- 
licity. Instead of curtailing advertising the really 
smart chap will increase his expenditures, step on 
the gas a little more strongly. 

What will you do? Will you step out and go 
after the fleeting dollars or just sit back and sigh 
for the old times? 


Shoes Minus Booze 


E are not particularly inclined to be preachy 
on the subject of beverages. They may have 
their place in the joy of living, but they do muddy 


up business at conventions. A little editorial in 
last week’s issue entitled “Booze and Shoes” must 
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have hit the nail on the head because many a let- 
ter and communication has come to us. 
Perhaps*there is no more active worker than C 
Bill Pidgeon, Jr., of Rochester, N. Y. After say- 
ing a few nice complimentary things on the edi- 
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torial mentioned, he adds: 


“No more timely word could be spoken because it 
calls our attention to a situation that has become a 
shame and disgrace to all of us as well as a sign of 
moral looseness and civic decay, and the sooner it 
is stopped the better for the craft as a whole. Booze 
should have no place in our craft or conventions, and 
the sooner we know this the better for us all. 

“No good can come from breaking the law in any 
case, and especially is this true when it is done in 
the name of business and under the auspices of our 
convention meeting time. 

“As an individual, and one who has had some high 
hopes of what may be accomplished by organization, 
and also having made some humble efforts to make 
effective organization breathe with life and moral 
soul, I protest hereby publicly with all my power and 
intenseness against it, to say it cannot be stopped is 
to declare a position of weakness and almost sym- 
pathize with it. 

“All the channels of publicity that the trade com- 
mands should be turned upon it. It should not be 
hushed up, but should have the light of day turned 
on it and only in that 
way can the indigna- 





Color Everywhere 


OLOR is getting more important every day. 
Just as sure as shoes are being made there 
will be all the colors of the rainbow in the mid- 


summer footwear fashions this year. The place 
of color with the costume is vitally important. 
That is what makes it imperative that a real profit 
be obtained on footwear that must be in sympathy 


with the costume coloring. 


Color isn’t only in feminine footwear. The com- 
ing fall and winter will show a riot of colors in 
women’s galoshes, and it is rumored about that 
men’s overshoes instead of being universally black, 
will have at least one new color added. 

The significance of color schemes is very accur- 
ately stated by an automobile company as follows: 

“Nature must adore color. She put so much of 
it into everything. The birds of the air, the flow- 
ers of the field, and even the fishes of the sea. She 
never made a mistake in her use of palette and 
brush. How she must grieve when she looks at 





i) 





tion and protest of 

law-abiding shoe men 

be effective in stop- 

ping forever such a 

disgraceful occur- 

rence again. 

“Make this public 
if you care to. I am 
not ashamed of my 
position. If you do 
not care to print this 
I shall move some 
sort of protest in our 
next convention and 
then it will be public 
news.” 

Conventions are go- 
ing to continue, associa- 
tions are going to be 
strengthened, there is 
going to be progress in 
an intimate industry 
where most everybody 
knows everybody else. 
There are men who 
drink and men who 
don’t, but we believe all 
are in agreement that 
at a convention, and in 
the serious business of 
investing money in 
footwear purchased in 
sample rooms, there is 
a need for clear heads, 
clear thinking and 
clean business prac- 
tices. 

Booze doesn’t help 
the sale or purchase of 
shoes which later have 


to be resold. 


——$+.» 
The Reason Why 


WALK-OVER BOOT SHOP 
Billings, Mont. 

We all watch for the weekly arrival of the Boot 
and Shoe Recorder ta see what the manufacturers 
are advertising, as it is natural to advertise the 
newest patterns they have. 

It is quite a help in planning our window display, 
and also furnishes us with many new sales ideas 
and the latest news of the shoe business. 

There are so many valuable ideas in each issue 
that we cannot understand why any progressive shoe 
merchant should not be a subscriber to the Boot and 
Shoe Recorder, which costs less than two cents a day. 

Yours very truly, 
(Signed) L. S. WOLCOTT, 
Manager. 
* * * 

The great majority of progressive shoe mer- 
chants do subscribe to the Recorder. 

And their appreciation of Recorder serv:ce is 
best evidenced by the many letters we receiv-. 

Billings, Montana, is a long way from the big 
markets. 

But the Recorder keeps Mr. Wolcott as well 
posted on shoe styles and conditions as if he were 
on Fifth Avenue. 


» FORE & tik. 


President. 
BOOT AND SHOE RECORDER 











motor cars! There are 
so many homely ones. 
Few realize that there 
is a great art in motor 
car painting. Not in 
the actual work of color 
application but in the 
selection of colors. The 
combinations afforded 
offered in the Packard 
Six are the creations of 
artistic minds. 

“But even so, no se- 
lection is put into 
standard production un- 
til actual samples have 
been brought through 
the factory and consid- 
ered by a board of color 
made up of men com- 
bining merchandising 
experience with color 
judgment.” 


* * 2* 


What is there in 
your stock that you 
want to get people in- 
terested in? What line 
is it that seems to move 
in a torpid manner? 
Cull it out. Give it a 
good, hearty, healthy, 
he-man push out of the 
door. Every day you 
delay means a greater 
loss. A shoe is worth 
what you can get for it. 
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The Between-Season Favorite - 


Has the Plain Pump a Place in Style 
Similar to Punctuation? 


REMARK- 

A ABLE  coinci- 

dence noted 

over a period of four 

years has been the re- 

turn of pumps as a 

between-season favor- 

ite. Many shoe mer- 

chants now _ consider 

the Opera, Regent and 

D’Orsay pumps as the 

classic standard shoe 

of their line. They have these shoes 

in black as part of the standard 
equipment of their store. 

The demand for them comes with 
a rush and usually just before the 
beginning of a new season. For ex- 
ample, after the colors of last sea- 
son came the demand for pumps in 
September and now again in March, 
just previous to the coming of color 
again. 

The interest in pumps this season 
has been emphasized largely by the 
return of the tailor-made costume 
for women. The simple lines in the 
tailor-made costume warrant a sim- 
ple type of footwear, either in a 
three-eyelet oxford or in the classic 
and universal pump. 

As one of the biggest style oper- 
ators on Fifth Avenue puts it: 

“The pump with me is an extra 
sales article. It is the sweetest 
thing I handle. It is really a piece 
of punctuation, like the period in a 
sentence, It marks the end of one 
season and, after it has been worn 
a few weeks, heralds the beginning 
of another season. It is a universal 
type of foot covering in good taste 


THE D’ORSAY PUMP 


Fitting into the tailored mode in 
costumes that have brown as the 
basis of color scheme—the simple 
D’Orsay in tan leathers is standard 


at all times—a simple and beautiful 
streamline effect in a foot covering 
that goes with smart attire.” 
On the Pacific Coast in Los An- 
geles this week the best selling num- 
bers are black patent, black satin in 
pumps of the Regent and D’Orsay 
type. The prediction is made that 
the pump will be the biggest seller 
in the month of March, and possibly 
right ‘up to Easter. Following 
Easter, they anticipate a color wave. 
Black patent in a pump is typi- 
cally a high-grade shoe proposition. 
The speedy duplication of colors and 
fancy effects in high style shoes by 
cheaper lines has driven many ex- 
clusive women back to black patent 
as a style protest. As one merchant 
on the Coast puts it: 


THE SATIN OPERA 


Black satin is now a classic mate- 

rial in pumps. It has a place all the 

year around as a standard type of 

material in a pattern that is uni- 
versally liked 


“The woman who wants refine- 
ment and exclusiveness in her foot- 
wear will not trot along with the 
herd to fancy colored shoes that look 
low in price. She will turn to the 
dainty, trim effects in patent leather 
at higher prices.” 


E very high grade store has 
found that when the rest of the 
trade is rushing to some particular 
fancy, its protection of distinction 
and price is in something different. 
That brings about a little, short sea- 
son just before the big color season 
when there is a place for simple pat- 
terned shoes. The tailored vogue 
has been the one thing most respon- 
sible for this move, and the develop- 


ment of the tailored dress came from 
protest on the part of high-grade 
dress concerns on Fifth Avenue 
who saw the facility with which 
popular-priced shoes were duplicat- 
ing Paris models. 


HEY frankly admit that clever- 

ness in style today has been 
seized by the popular-priced concerns 
and, as stylists, they have gone one 
step farther than was possible in the 
high-grade shops. They have made 
beautiful harmonies of dress, ho- 
siery and shoes possible to the girl 
of moderate income, and naturally 
through self-preservation they de- 
veloped the tailored suit which ne- 
cessitates beautiful line effects, and 
also making the material serve the 
Place in the public eye, rather than 
cleverness of pattern. 

It is also sensed by some of the 
high-priced shops that the tailored 
pump has the optical effect of length- 
ening the leg from the visible knee 
to the toe, and presents a slim and 
trim neatness to the foot and limb. 
The pump can be used as a standard 
classic stock in most every store, if 
it is held in restraint and used as 
punctuation between seasons where 
it serves as an extra sales number 
at a good profit. 

Pump shoe fitting has been im- 
proved by a study of the wider base 
in heels, which now hold the foot 
snug without the gaping sides which 
previously made the pump so un- 
popular. 


THE REGENT PUMP 


In patent leather this pattern is the 
most standard item of a high-grade 
shoe stock. It is universally ad- 
mired and is beautiful because of its 
classical simplicity 
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Three Ways to a Profit 


Merchants Point the Way to Better Business 


section seems to have thumped 
more cash registers with an 
extra profit than any feature ever 
attempted by the Boot AND SHOE 


[= Profitable Merchandising 


RECORDER. We sense this by the re- 


ceipt of letters, as well as the utter- 
ances at conventions on the subject 
of “getting a profit in 1927.” 

There does not seem to be any- 
thing radically wrong with the mar- 
ket and public consumption of shoes. 
Over 324,000,000 pairs of shoes were 


Net ofit on each 

$100 investment with 

average turnover 

(2.28 times a year)— 
$6.03 





. 


Net profit 
$100 investment with 
three turnovers— 





made last year. Approximately that 
number will be made this year. All 
of these will be consumed, but in the 
distribution will a profit be made? 
The temper of the merchant is such 
that he will not continue in busi- 
ness unles he makes a profit. Here 
is what some of them say: 

Louis Gottschalk, buyer for the 
three Schuster stores of Milwaukee, 
Wis., says: “We appreciate efforts 
made in the direction you have out- 
lined. It is our belief that there 





on each Net profit 
four 


$11.33 





on each 

$100 investment with 

turnovers— 
$18.70 


has been too much trying to gain 
public confidence by low prices 
rather than by good shoes and intelli- 
gent service—and last, but not least, 
running your own business, which 
accomplishes individuality and just 
returns for services rendered.” 
Vrateur Drainvidle, assistant 
manager at the Boucher-Tetu Co., 
Woonsocket, R. I., says: “In the RE- 
CORDER, O. K. Johnson, in answer to 
an inquiry, states that 40 per cent 
[CONCLUDED ON PAGE 40] 





Net profit on each 
$100 investment with 
five turnovers— 











Cost of merchandise— 
75.80% 





Cost of doing busi- 
ness—21.56% 


Average 
1068 stores—2.64% 


net 


profit, 


The lower portion of this illustration shows the Cost of Merchandise, Cost of Doing 


Business, and Average Net Profit of 1068 stores. 


The upper portion, as the legend indi- 


cates, gives you the increase in profit due to speedier turnover.—From R. E. Ramsay’s 


book, entitled “Constructive Merchandising.” 
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Don’t Wait! Get Busy! 


The Story of Dickens’ Two Medical Men Is an Epic 


of Sales Ingenuity 


with a Moral—“Go 


After Business” 


[ICKENS’ two medical students in “Pickwick 
Dre: having received their shingles, set up 
an office and, instead of waiting for patients, 

conceived the idea of sending out a bottle of medicine 
in the hands of an urchin instructed to leave it at a 
certain house and then to go back after it, saying he 
had made a mistake in leaving it at that house. The 
impression these two resourceful young men intended 
to make upon the recipients of the medicine was that 
they were so busy that mistakes were bound to creep 
into their overloaded medicine-delivery system and that 
men of medicine so largely patronized were worthy of 
a trial. 

Their boast that the one bottle had been to nearly 
every house in the village certainly showed diligence. 

This method can’t be vouched for, but the idea of 
going out after what you want is a good one, and as to 
ingenuity and diligence—there never yet was a busi- 
ness built upon anything else. That’s our reason for 
these ideas—to stimulate imagination and help the re- 
sourcefulness of shoe merchants. 


s & ~® 


. Charge Account Coins 


Have coins made—they are cheap enough—and mail 
them out to a carefully selected list of people to whom 
you are willing to extend credit. Send a letter of in- 


vitation asking them to take advantage of this method . 


_ of buying footwear. They will appreciate the compli- 


ment. 
written in the following vein: 
“You pay all your bills 
monthly. It gives you a 
record of your purchases 
during the month and en- 
ables you to plan ahead. 
“Now you can buy your 
shoes by the month. The 
coin inclosed means that 
“we have opened an ac- 
count for you and you 
may charge your  pur- 
chases here merely by 
presenting it. At the end 
of the month we will 
render you a statement 
which will give you a 
record of what you have 
purchased during’ the 
month. You will be able 
to plan ahead. 
“Holders of these coins 
will get the benefit of ad- 
vance sale information, 


8 . > oe ~ ae Oe 
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The letter accompanying the coin might be 


1 on Se Sg 


“Deliver me from the girl fi 
objects to everything, and spoils sales by her ill advice. 
nate her from the picture and a profit might be made” 


delivery service and parking privileges. There are many 
other little ways in which we can be of service to you 
which you will learn of as you use this coin. 
“We will look forward to seeing you soon. 
“Very sincerely yours.” 


* * 


Window Price Tickets 


It is a real job to make a proper setting for shoes of 
fine quality. If one tried to sell an automobile on a 
rainy day there would be a great many obstacles to the 
sale, although the dreary weather would not change the 
quality of the machine a bit. Therefore, why not try the 
idea of writing out checks for the value of the shoes in 
the window. These checks would attract attention to 
the display as a whole and also serve the very useful 
purpose of telling the prices. 
* 


* 


* * 


Broadcasting Sales 


Merchants in other lines have tried the idea of a gong 
placed outside their store which is rung every time a 
sale is made in the store during days when sales are 
in progress. This is a good way to attract attention to 
the number of people who are taking advantage of the 
bargains offered. To supplement the gong it might 
be advisable to write on a placard the number of sales 
and keep the total in a conspicuous place. 


* * 


Window Dancing 

If there is a dancing 
school in town and if the 
window is large enough 
it would be a good idea 
to go to the dancing 
teacher and suggest hav- 
ing her pupils dance in 
your windows during 
some _ afternoon. The 
event could be heralded 
in the newspaper and also 
in the window. ~The 
dancing teacher would 
get quite a little publicity 
out of the scheme, and if 
her youngest pupils did 
the dancing it would 
create a great deal of in- 
terest. One might make 
of this event a Children’s 
Day in the store and 
serve ice cream and 
cake. A loving cup might 
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riend who suggests everything, 
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be presented to the one who danced the best, the pres- 
entation to be based on the votes received from all who 
attended the store that afternoon. 


a 


An Exposition of Value 


Among a store’s patronage there are always enough 
enthusiasts to furnish material for an exhibit of shoes 
that have given a great deal of service. There are all 
kinds of tests to which shoes have been put in wearing 
that will prove interesting to folk. A man has worked 
in a mine where un- 
usual conditions exist. 
He could tell about the 
service received from the 
shoes purchased at your 
store. Someone else has 
had an accident in which 
the toughness of a pair 
of your shoes saved a foot 
from being crushed. An- 
other purchased a pair of 
shoes several years ago 
that are still in service. 
Another pair of shoes 
have stood tapping sev- 
eral times. The list of 
shoe experiences is a 
long one, and an interest- 
ing one. It will pay to 
start gathering material 
for an exposition of the 
experiences of your shoes 
after they leave the store. 


ee 


Daily Bonus to Salesmen 


The giving to salespeople of a dollar each day for 
having reached a certain set daily quota is a generous 
practice that gets results. The quota should not be set 
so high that the man selling will feel it necessary to 
force business atthe expense of proper fitting. Rather 
this plan ought to get the whole-hearted cooperation 
of salespeople in the putting forward of any new plans 
for getting folk in to buy. 


* + 


Selling Non-Fitters 


The cigar store sells candy; the drug store sells hot 
dogs; the department store sells automobiles, and why 
can’t the shoe store do something along this line? It 
takes a good many dollars to get a person into a buying 
mood, what with advertising and window displays, and 
it seems a waste of money not to have something ac- 
ceptable before a man or woman besides shoes at a time 
when they are buying. Shoe fitting carries with it a 
great deal of responsibility. The customer and the 
salesperson are both absorbed in a big job. It would 
be a relief to have an article on display that could be 
bought on the spur of the moment. 

A shoe merchant might inaugurate a “Lest You For- 
get” service display in which handkerchiefs, neckties, 
cuff links, etc., are displayed. The idea behind carry- 
ing such merchandise would be that nothing would be 
purchased unless because of its novelty or because of 
an extremely good buying price. Then whatever is 
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“Deliver me from the woman who deliberately comes into the 
shoe store to rest a while. She sees everything, but buys nothing. 
Eliminate her and a profit might be made” 


shown will appeal to a person because of its own charac- 
ter or price. Cigar lighters, pipes, brooches for 
women, razor combinations, humidors, anything that 
can be bought for the right price can be sold. Folk 
don’t expect complete service on such lines in a shoe 
store. They will buy only what they see. A little 
corner of the store devoted to the showing of one or 
two specials will prove a paying investment. All a 
salesman need do after the shoes have been fittedis to 
call attention to such and such an article that may be had. 
_ * 7 


Checking Advertising 
Returns 

It is a hard thing to 
check up on newspaper 
advertising returns defi- 
nitely. The most a mer- 
chant usually does is to 
take a regular run of 
business and give the ad- 
vertisement all the busi- 
ness done over that 
amount, but there is the 
idea of putting a leader 
into the advertising 
which will get people to 
bring the ad into the 
store. 

Offer a pair of hose 
free with every purchase 
of a pair of shoes costing 
over a certain amount to 
the one who brings the 
advertisement to the 
store. This will give 
one something to talk about in the advertisement, 
and if more than one paper is used will give an oppor- 
tunity of checking up on the comparative values of 


each. 
* * * 


To Prove Summerweight in Shoes 


A guessing contest held early in the spring as to the 
actual weight of one’s summerweight shoes will prove 
interesting because of the fact that most men are then 
wearing heavyweight winter shoes and will appreciate 
what it means in comfort to change into lighter shoes. 
Run a “Summerweight Week.” Offer a prize of a $5 
gold piece to the one guessing nearest to the actual 
weight of the pair of shoes on display during that week. 
Display in the window the names of all the ones who 
have guessed just as fast as the guesses are made, and 
at the end of the week announce the winner. In case 
there are two correct guesses the prize will go to the 
one who first put in his guess. The date and hour of 
the guess ought to be put on it when it is made, to 


avoid confusion. 
_ * * 


The Influence of the Stage 


When a well-known actress is appearing. in town 
make an appointment with her to fit her to a pair of 
shoes gratis. Get her photo and perhaps a little note 
telling what she thinks of your shoes. She will get 
some publicity out of it herself and the material thus 
gained will make a very pretty and modern display. 





A Fiction Character 


Contest 


ILLIAM EASTWOOD & SON 

CO., Rochester, N. Y., has 
aroused the interest of the entire 
juvenile population of the city with 
a fiction character contest being 
conducted under the auspices of the 
boys’ and girls’ shoe departments 
of the company’s two _ stores. 
Twenty-four prizes are offered, in- 
cluding bicycles, cameras, baseball 
gloves, sweaters, roller skates, base- 
balls and bats, Scout knives, suit- 
cases, parasols, tennis racquets and 
pocketbooks. Twelve prizes are for 
boys and twelve for girls. 

The contest consists of twenty 
well known characters in juvenile 
fiction, which have been reproduced 
in cut-out form and are on display 
at the company’s East Main Street 
store. Contestants are required to 
write the name of each character in 
the space provided on a special con- 
test form, fill in the name of each 
book and author and write a sketch 
of approximately 150 words in the 
nature of a character sketch, book 
review of biography of one of the 
authors whose characters comprise 
the contest. 

A committee of school teachers has 
agreed to judge the winners. 


Other Departments Help 
Sell Shoes 


HE shoe department of a cloth- 

ing store in Richmond was not 
getting the fullest cooperation from 
the clothing salesmen. They do now, 
however, thanks to the suggestion 
of a traveling salesman. The man- 
agement of the store is offering a 
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Famous Last Words 


“IT will come back tomorrow, 
when I will have more time to 





try on some more styles.” 








monthly $25 merchandise prize to 
the clothing salesman who boosts the 
soe department the most effectively 
each month. The method of deter- 
mining who is the best man is 
worked out through a system of 
credits. For introducing a prospect 
to the shoe department who is sold 
a pair of shoes, the salesman gets 
ten credits. For introducing a 
prospect who is not sold, five credits 
are allowed; and for bringing a man 
into the department from the front 
door, or bringing in a shoe customer 
off the street, twenty credits are 
given. “Off the street’ means, of 
course, a customer coming to the 
store for the sole purpose of buying 
shoes through the recommendation 
of the salesman, for this is a high 


class store. 
* * * 


Golf School Helps Trade 


HE Nunn-Bush store, 1006 Wal- 
nut Street, Kansas City, Mo., has 
had considerable success with a golf 
school established in the rear of the 
store. Harold Gibson, a professional 
at one of the local clubs, is in charge. 
While a number of sales of golf 
shoes have been made as a direct re- 
sult of the school, R. W. Grant, man- 
ager of the store, said the greatest 
increase comes in the sale of street 
shoes to customers who have formed 
a habit of coming into the store to 
practice golf. 


PI. 


With the coming of the spring golf 
season, a still greater number of 
sales of golf shoes is expected, al- 
though the school itself will be closed 
during the summer. Customers 
gained in the winter school season, 
Mr. Grant believes, will maintain the 
habit of dropping into the store to 
talk golf and to buy golf accessories. 


* * * 


An Unusual Booklet 


O further im- 
press upon 
their customers 
that they carry 
desirable hosiery, 
t he Walk-Over 
Shop in Portland, 
Ore., issued a 
clever two-color 
four-page booklet. 
The outside cover 
is jet black, with 
a stocking -cut 
out. The second page has an orange 
colored plate, so that when the book- 
let is closed the orange stocking 
stands right out. 

An easy, personal, conversational 
tone is used in the three pages of 
copy, tending to impress on the 
reader that Manager L. J. Bodun- 
gen’s- shop has “the atmosphere of 
cordial hospitality, where service 
and quality are paramount.” 

* * * 


A Texas Sales Teaser 


66 E shop that shows the new 

styles first,” to use the phrase 
with which Harry I. Freedman de- 
scribed his Fashion Shoe Store in 
Greenville, is using an attractive 
series of booklets to tell his 2500 
out-of-town customers in North- 
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eastern Texas of the many new 
things that he has bought for them. 

Of the three booklets sent out 
this fall, the Hallowe’en is perhaps 
the most striking, with its orange- 
colored eover, printed in black ink, 
together with the seasonal witch-on- 
a-broomstick illustration. Small cuts 
of cats, pumpkins, witches and the 
like enliven the pages. The Christ- 
mas book which is shown, printed in 
red and green, suggested shoes, 
stockings, buckles and, of course, 
slippers. 

These booklets start in with a two 
page fashion story that tells in an 
interesting way why certain shoes 
should be chosen to go with certain 
costumes. While the prices are from 
$7.50 to $12.00, the price appeal is 
ignored. It is the style appeal that is 
played up strong in every one of the 
24 pages, even in the pages describ- 
ing the Arch Preserver shoes. This 
appeal must be right, for Mr. Freed- 
man says, “Yes, they get results.” 

Hosiery is not neglected by any 
means. The proper hose to go with 


each shoe is deftly inserted in the 
copy so as to beguile the mail order- 
ing customer into adding stockings 
to her shoe order. 










Safety Razors Make 
Good Premiums 


HE giving away of a genuine 

Gillette safety razor with each 
pair of men’s shoes sold is building 
considerable business for Albert 
Stein of Richmond, Va. Confiden- 
tially, this is not as expensive a 
proposition as it sounds. While they 
are the real Gillette razors with a 
blade, they only cost Mr. Stein about 
seven cents each. 


7 * * 
Keeps Customers Sold 
66 E do not sell a customer just 
a pair of Stetson shoes when 


We sell the 
we sell 


they come in here. 
reputation of the house, 


service, we sell our whole proposition 
so good that the customer is forever 
sold on Stetson shoes,” is the way 
F. W. Cox of 143 Broadway, New 
York, feels about it. 


* * * 


A Business Getting 
Post-Card 


ONDERFUL results have been 

obtained by the I. Bacharach 
Shoe Co. of Richmond, Va., by send- 
ing out post cards to customers, an- 
nouncing their semi-annual sales, 
one day in advance of the regular 
newspaper announcements. This is 
the way they word their card: 
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Moves Department— 


Shows a Gain 


HE moving of the shoe depart- 

ment from the rear of the street 
floor to the balcony was the means 
of increasing the sales considerably 
in the J. C. Penney store in Bruns- 
wick, Ga. When on the main floor, 
two out of five customers were 
missed; now the ratio is only one 
out of ten. This is entirely due to 
the fact that there is much less con- 
fusion on the balcony, so the sales- 
people are able to concentrate on 
their customers without their atten- 
tion being distracted. 








patronage. 


Jan. 17th. 


prices more attractive. 


This is one way to show our appreciation for your past 
As before, you will be given one day advantage of 


our Semi-Annual Sale that begins Tuesday, Jan. 18th. 


This card entitles you to make your purchase Monday, 


Our stock is more complete than usual at sale time, and our 


I. BACHRACH SHOE COMPANY 
212 South Jefferson Street 
P. S. See Sunday’s Times and Monday’s W orld-News 
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FUND IT AT 


Cohen.€7 Benson’s Bootery 


CORNED MAGNOLIA AnD PALMETTO Aves 
DAYTONA BEACH, FLORIDA 
A COMPLETE LINE OF SHOES POR 
Men Women~ Children. 
POPULAR PRICES 
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This very neatly printed, 
well worded announcement was 
distributed among hotel guests 
at Daytona Beach at the begin- 
ning of the season by Cohen 
and Benson’s Bootery. They 
figured rightly that they would 
not be well known among the 
transient trade of the resort 
town and that they needed some 
graceful introduction. The 
card, as printed, was about five 
inches wide and three inches 

deep. 











Here’s How to Figure 
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Salesmen’s Salaries 


HE highest salaried shoe sales- 
man is the one who costs the 
store the least money in the final 
analysis, according to the reports of 
the Damrich Shoe Co. of Mobile. A 
sliding commission basis for paying 
the men is used that is reported to 
be working out fine for all con- 
cerned. Each man gets a regular 
salary for selling a certain definite 
and reasonable quota. Then, if he 
exceeds this quota, he gets more 
money. Briefly, the idea is this: 
Say: Edwards has an annual quota 
of $30,000. He gets an extra 2 per 
cent on all sales above that amount 
up to $35,000; on the next $5,000 he 
gets 4 per cent and the next $5,000 
6 per cent, and so on. If he sells 
$41,000 for the year, he gets on 
$30,000 his regular salary; 2 per 
cent on the next $5,000, or $100; 4 
per cent on the next $5,000, or $200; 
6 per cent on the next $1,000, or $60, 
making his bonus for the year $360. 
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‘What Is Selling at Retail 


Covering the Entire Country in a Style Survey, 


Giving Positive Information 


T. LOUIS' merchants: report 

spring styles in full swing, bar- 
ring unfortunate weather develop- 
ments. Early indications are that 
manufacturers and retail shoe mer- 
chants were correct in their early 
predictions as to color. The first 
choice in the style field is rose blush, 
according to the reports of those 
merchants who have been selling 
this type of footwear. They are not 
convinced that this shade will hold 
the honors very long, because with 
the approach of warmer weather it 
is expected that parchment and the 
lighter shades will rule the style 
domain. 

Patent is strong and in one store 
where a popular pattern was played 
three ways, the patent outsold the 
colored kid numbers. There is a 
difference of opinion regarding 
patent leather footwear. Some 
stores report trimmed effects out- 
selling plain types while others say 
just the reverse and find plain pat- 
terns in greater demand than 
trimmed shoes. High heels in dress 
shoes are in demand with 17/8 and 
18/8 the most popular. Punched ox- 
fords with square toes have found 
favor with flappers in one of the 
larger stores. It was shown in tan 
and blond calf. : 


LEVELAND merchants are sell- 

ing colors. Everett E. Petot, 
buyer for the Petot Shoe Co., states 
that sales are already opening up in 
spring shoes. He _ reports. that 
about 24 per cent of the sales are in 
colored kids. Black patents are still 


High heeled one-strap for afternoon 

wear, featured by The H. & S. 

Pogue Co., of Cincinnati. Pogue 

bought this model in patent and in 

two colors of light kid—sand and 

water lily—all three with harmo- 
nizing trim. 


going well, while satins show signs 
of reviving. Step-ins with bow or 
buckle trims are going well. In- 
creased interest is shown in sandals 
and Mr. Petot predicts a good year 
for them. Pastel parchment is ex- 
pected to be a good seller until 
Easter, while water lily is expected 
to predominate after that period. 
The latter will somewhat replace 
whites, in the opinion of this buyer. 
Mr. Petot reports January slightly 
below normal, with increased busi- 
ness during February. He looks for 
a heavy Easter business this year. 

L. W. Boast, manager of the 
Douglas shoe store, 406 Superior 
Avenue, looks for light tans to pre- 
dominate in men’s shoes for spring 
and summer. Present sales show 
light and dark tans on an even basis. 
About 40 per cent of the daily sales 
are in black shoes. Oxfords com- 


The “Link Chain” model, the orig- 

inal creation of Cowen-Nankin of 

Miami, Florida, and one of their 

best selling styles. The shoe is hand 

turned of parchment kid with Abbo 
patent links. 


prise about 90 per cent of the turn- 
over. Rubber heels are. proving 
most popular in the demands of to- 
day. Custom lasts have.a larger 
following this year. 

Edward Selkow, shoe department 
manager of the Ames Co., states that 
January and February business has 
shown a 34 per cent increase over 
the same months of 1926. Strip 
pumps are the leading sellers at 
present. Ties run second in sales, 
while straps are moving very well. 
Black patents seem to be holding up 
in the daily turnover. Mr. Selkow 
reports a favorable tendency toward 
black shoes in trim effect. Sandals, 
step-ins and open shank shoes are 
expected to prove popular in the 
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spring demands. Light colors are 
beginning to move now. Mr. Sel- 
kow says that, with more continued 
warm weather, there will be a heavy 
call within the next thirty days. 


ROM Pittsburgh, Ted Miller, 

manager of the Nixon Booterie, 
415 Sixth Avenue, reports: “Just 
now opera pumps seem to be the 
thing. Nine out of every ten cus- 
tomers who have come in in the last 
week have asked for them. Advance 
numbers in the new colors were go- 
ing well until the recent snowstorm, 
but even though it has somewhat 
retarded business we are selling 
quite a few light shades.” 

“Until the recent snowstorm,” 
says R. S. Mather of the Walk-Over 
shoe store, 248 Fifth Avenue, “we 
were selling a lot of colored shoes, 
but now they have slackened off a 
bit. However, black patents and 
black satins are very good and sell- 
ing well now.” He expects a big 
light color season. 


ILWAUKEE reports both black 

and colors. Patent leathers 
are leading in percentage of volume 
over any other footwear at the Bos- 
ton Store, according to J. C. Mi- 
chaels, manager of the shoe depart- 
ment. There has been a fair demand 
for black kids also. The demand for 
blacks bears out the prediction of 
Mr. Michaels that he believed blacks 
would be in better demand than was 
anticipated by many earlier in the 
season. Parchments are the best 
movers in the lighter shades, the 


Plain patent pump with high heel 
and short vamp with rounded toe. 
This number is selling well in Paul’s 
’ store, or rather, in all three of them, 
in Dallas, San Antonio and Houston. 
It has been named the “Esperson’” 
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trimmed parchments being better 
than solid colors. There are a few 
rose blush shades being sold and 
some grays. Satins are moving in a 
fair way, and there has been a call 
for browns by older women. Single 
button straps are leading over other 
styles, due to their being more easily 
adapted to all shapes of feet. Pumps 
have been moving second to the 
straps. ; 

Light spring colors have started 
to sell in good lots at the Milwaukee 
Walk-Over store, according to Rob- 
ert Weaver, but patents continue to 
hold the lead. Warm weather for a 
few days increased the volume on 
the light shades. The ladies are 
taking the parchments in preference 
to other shades and Mr. Weaver is 
of the opinion that more parchments 
will be sold than rose blush and gray 
combined this season. Most of the 
parchments are in the solid colors, 
but there are some trimmed parch- 
ments moving. Pumps and the sin- 
gle strap with fancy design are the 
best movers in the styles. There 
has been little spring business on 
men’s shoes and blacks and tans are 
moving about equal. The Walk-Over 
store is not showing any blonds yet. 

Joseph A. Schumacher, who han- 
dles men’s footwear exclusively, re- 
ported that the spring business is 
getting off to a slow start, due to the 
fact that men are more reluctant to 
purchase new footwear than women. 
Men wait until they are sure that 
the weather is going to be fine and 
that there will be no snow before 
purchasing spring footwear. Mr. 
Schumacher said that shoes are be- 
ing sold and that blacks and tans are 
moving in about the same percent- 
ages, but that there is no briskness 
to the men’s business. 


OUTHERN FLORIDA reports a 
big demand for red. Shoes that 
are all red, or where red is used as a 
trimming, are sure fire bets, accord- 
ing to reports from both Palm Beach 
and Miami. 
In Miami, the Burdine & Quarter- 
man store say that they can’t get 











Featured in a recent sale conducted 
in Portland, Oregon, by Staiger’s. 
Five dollars per pair—two pairs for 
$9. Reptile grained vamp and kid 
of a darker hue 
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enough Deauvilles. Their best sell- 
ing sandal is either all white or one 
with a white base that retails at 
$16.50. “Raffia straw weave, the 
uppers and quarters of which are 
hand embroidered in France, are 
finding a very ready sale,” stated 
W. Elder Cornell, manager of the 





Dressy, one-eyelet tie selected from 

the line of Sewell Bros., Miami. 

This style is being featured in parch- 

ment kid. Similar or nearly sim- 

ilar styles which are going well, 

are of white kid, black patent and 
satin 





The scalloped design on the vamp 
makes this number more than a 
plain pump. Fashioned of pastel 
parchment and selling at $16.50 in 
De Arcy’s store, Des Moines, lowa 





The “Mitzie,’ another pump crea- 
tion by a style leader, The Bootery, 


Los Angeles. It is made in shell 
gray kid, in rose blush kid and in 
black patent with gingham kid trim 





shoe department. He further said 
that any pattern that fits well, when 
made of light blond kid, will sell out 
in record time. 

Linen shoes that have hand 
painted flowers are particularly good 
with Fred Prior at Burdine’s. Mr. 
Prior and Sam Bailey, buyer at 
Sewell Bros., both agree as to the 





3s 


exceptional popularity of red and 
red-trimmed shoes. 

In Palm Beach, Chinese yellow, 
pink and green dresses are in con- 
siderable favor, but no attempt is 
being made to match these colors in 
either shoes or stockings. Hatch is 
showing a number of patterns. of 
Crepella cloth that have hand painted 
flowers on the vamps and quarters 
and are trimmed with blending 
pastel shades. The one shoe that is 
outselling all others at present is a 
water lily with a red kid trim, re- 
tailing at $14.50. 


OS ANGELES—AlI Gude says 
that right now black patents, 
black satins, operas of the Regent 
and D’Orsay type, are the best sell- 
ers and will be right up to Easter. 
After Easter he thinks parchments, 
water lily in sandals and straps will 
be good. There is a possibility of 
high colors in high style stuff. He 
does not feel that there will be any 
big run for whites. 

Wetherby-Kayser say that patents 
are the best sellers right now. Af- 
ter Easter, lighter shades of parch- 
ments, water lily, etc. One of the 
good sellers at the moments is rose 
blush. Ralph Baker of the children’s 
department says that same applies 
to juvenile shoes. Also Stroller 
tans. He is much concerned at the 
demand for higher heels in chil- 
dren’s shoes. The kids insist upon 
having them. 

McGiffin, of Innes, places present 
demand as follows: patents, first; 
parchments, second; blonds, third; 
grays, fourth. After Easter and for 
Easter, he thinks white kids have a 
good chance. He places water lily 
sixth. Patents in black will con- 
tinue to have a run in the better 
grades. .The grays have had a little 
spurt, but cannot hold out. 

Paul Jesberg says he is pushing 
grays, but the peak must be reached 
April 10, which is also his dead line 
for rose blush. After that, water 
lily and parchments. 

















Mandel’s of Los Angeles present 
the “Roulette;’ a two-eyelet style 
in black patent, parchment, opal and 
Lotus kid. A ready retailer at $8.50 
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Five Tans and One Gray Shade for Fall 


HE six shoe colors to be pro- 
moted for the fall and winter 
season of 1927, which have just been 
selected by the allied shoe and leather 
committee appointed by the Tan- 
ners’ Council, the National Boot and 
Shoe Manufacturers’ Association 
and the National Shoe Retailers’ 
Association with the cooperation of 
the -Textile Color Card Association, 
consist of five shades that fall into 
the general tan classification and 
one shade of gray. The gray shade 
is Plaza gray, repeated from the last 
selection. Stroller tan and Sauterne 
also have been held over. 
The three new shades are Brier- 


Three Ways to 
a Profit 


[CONCLUDED FROM PAGE 33] © 


is a safe percentage on which to en- 
deavor to do business today. But 
if we had to listen to the manufac- 
. turers of shoes and rubbers and 
their traveling salesmen, the mark- 
ups would be nowhere near that per- 
centage, as mostly all salesmen will 
come into our stores and show you 
a line of shoes costing anywhere be- 
tween $38.50 to $3.85 and tell you 
that it should be a good five-dollar 
seller. 

“We also have noticed the manu- 
facturers claiming the same thing 
through shoe trade papers, and 
manufacturers going so far as to 
stamp a shoe $5 that would cost as 
we mentioned above. It seems to us 
that if they want cooperation from 
the retailers they should start to 
give example themselves and educate 
the retailer that he has to make an 
adequate profit in order to meet his 
obligations. This figuring of profit 
as mentioned above does not only 
apply to $5 shoes, but to other higher 
prices as well. They keep hammer- 
ing at volume, byt what good is 
volume without proper profits? 

“We believe that it is high time 
that the manufacturers should con- 
sider this question, and the sooner 
they change their tactics the better 
it will be for the whole craft.” 

Mort Lilly, proprietor of Lilly’s 
Shoe Shoppe, Coudersport, Pa., says: 
“I am with you heart, body and soul, 
clear up to the neck. 

“There is no question real shoe 
men are serving better and receiving 


wood, a rich mahogany tone; An- 
dorra, a warm deep toned brown, 
and Whippet, a neutral shade bor- 
dering on the medium fawn. 

All six colors have been carefully 
selected by the committee to har- 
monize with the new garment 
shades that the woolen, silk and mil- 
linery industries will promote for 
the fall and winter seasons. 

Preliminary samples of the six 
shoe colors have been supplied to all 
shoe and leather members of the 
Textile Color Card Association as 
well as to the members of the Tan- 
ners’ Council, in order to facilitate 
the early preparation of the shades 


less for their services than any other 
business or profession known to 
civilization. 

“They are at least entitled to a 
profit and still serve with a big 
margin on their side of the ledger. 

“Make it an outstanding issue in 
your BooT AND SHOE RECORDER for 
this year and sooner or later it will 
sink in. The one bad feature on the 
horizon, as I see it, is that there are 
many shoes being made to wreck 
feet and too many people selling 
shoes who never ought to be allowed 
to work on human feet.” 


The Public Has 
-Profited Most 


[CONCLUDED FROM PAGE 27] 


“There’s no doubt in my mind but 
that the one price idea, particularly 
the low priced shoe stores operated 
by certain retailers, and the manu- 
facturers who have catered to that 
class of business, has tended to 
squeeze down to the lowest possible 
basis the retail selling price of shoes. 
And the profit has been squeezed out, 
unless both the retailer and the 
manufacturer can do a tremendous 
volume of busines, and this is not 
possible in every shoe store. The 
people are apparently falling for 
those small profit stores, where they 
depend on volume, same as they’re 
doing in many other lines. 


“It’s a problem in the trade for 
the manufacturers and retail- 
ers, and no one else but they 
can solve it. If they continue, 
some will make money, and a 
lot will lose money, and in the 


by the tanners, and the promotion of 
the colors by the shoe manufacturers 
and retailers. 

Color cards showing the new 
shades will be issued by the Textile 
Color Card Association, the Tanners’ 
Council, National Boot and Sho: 
Manufacturers’ Association and the 
National Shoe Retailers’ Associatio: 
within the next three weeks. Th 
shoe colors will likewise be incorpo 
rated in the official 1927 fall hosier) 
color card to be issued jointly by th« 
Textile Color Card Association and 
the National Association of Hosier) 
and Underwear Manufacturers t 
show the color relationship. 


final analysis the elimination 
may help, but the gainers in 
this situation up to now have 
been the public, who are buy- 
ing shoes at a great deal less 
than they should, considering 
everything. 

“I hope that things brighten up, 
and that this will be a profitable 
year for those who spend their time 
and energy trying to properly shoe 
people of the United States.” 


Black and White to 
the Fore 


OSTUME combinations of black 

and white for early spring wear 
have leaped into extreme promi- 
nence. They are being widely worn 
in the gathering-places where one 
sees the smartest women—women 
who really set the pace in styles. 
Almost without* exception, black 
shoes are selected as the proper 
footwear accompaniment to black 
and white costumes. But not the 
old type black pumps. The broad 
strap sandal type comes in for first 
choice. 

According to Delamn, New York, 
the black sandal will be the out- 
standing shoe for early spring in 
high grade shoes, not only because 
of the vogue for black and white 
costumes, but because colored shoes 
are being exploited in the medium 
and cheaper grades. 

His best bet is the broad strap 
sandal, of patent leather, with the 
strap fashioned of gray checked 
gingham kid. He is showing other 
black shoes with slender inlays or 
pipings of novelty leathers. 
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industry). 


HE style pace in footwear has 
| become almost dazzling in its 
speed. The merchant who 
“plays them hot off the griddle’’ no 
longer is content with pull-overs or 
sketches via air mail. Telephoning 
styles is the latest contribution of 
the engineers of the American Tele- 
phone & Telegraph Co. Pictures of 
shoe patterns can be transmitted 
over the telephone wires and the 
transmission of the picture takes 
not much longer than a _ long-dis- 
tance telephone conversation. 

The Brown Shoe Co. of St. Louis 
was the first shoe manufacturer to 
use this new invention in telephon- 
ing its new born shoe 
styles to a_ distant 
city. The BooT AND 
SHOE RECORDER is the 
first publication in 
its field to reproduce 
a picture transmitted 
in this manner—a 
new sandal sent from 
St. Louis to Boston. 
The photograph re- 
produced on this page 
was sent from St. 
Louis to Boston 
(from a five by seven 
negative) in exactly 


seven minutes. 

A. G. White, adver- 
tising manager, and 
Harry W. Ostermeier, 
manager of the wo- 
men’s 


on this page. 


style depart- 
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Shoe Styles by 
Telephone 


This is the age of speed, so ’tis said. We hear of 
millions being made overnight (but not in the shoe 
We eat ready-to-wear cereal in the morn- 
ing, minute tapioca for our lunch and two-minute 
steaks in the evening. Everything in the country 
seems to be on a “just-add-hot-water-and-serve” basis. 
And here’s the latest—shoe styles by telephone— 
flashed over the wires of the American Telegraph 
and Telephone Company from St. Louis to Boston. 
But read the story— 
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Peck-In sandal by 
Brown Shoe Co. 
Black patent 
trimmed with 
pearl opalescent 
patent. 19/8 spike 
heel. Sent by 
Telephoto. 


ment of the Brown Shoe Co., say 
that this invention will afford alert 
merchants a better opportunity of 
placing their orders for hot patterns 
without waiting for  pull-overs, 
sketches or samples. 

The telephoto pictures of styles 
are as accurate as any catalogue re- 
production, and a merchant can 
judge from a telephoto what the 
pattern will look like when com- 
pleted. Assurance is given by the 
telephone company that no wrong 
numbers will be given. 

The Brown Shoe Co. is giving seri- 
ous consideration to the use of this 
service, which at present is limited 





Watching the telephoto instrument transmit the shoe picture reproduced 


From left to right, they are: H. W. Ostermeier, manager 


of the women’s style department of the Brown Shoe Company; George E. 
Gayou, associate editor of the Boot AND SHOE Recorner, and A. G. White, 
advertising manager of the Brown Shoe Company 





















It may prove 
of particular advantage to shoe de- 


to a few major cities. 


signers in transmitting styles to 
their company when away from the 
factory. 

With the opening of the St. Louis 
telephoto office, there is in regular 
daily operation a service’ for the 
transmission of the most varied 
kinds of pictures between Boston, 
New York, Cleveland, Atlanta, Chi- 
cago, St. Louis, Los Angeles and 
San Francisco. 

The service, operating over the 
long-distance wires of the Bell Sys- 
tem, is now sending news pictures, 
financial advertisements, criminal 
finger prints, stock 
certificates, mechani- 
cal drawings, ac- 


countants’ state- 
ments, X-ray 
photographs, electro- 
cardiographic trac- 
ings, documents and 
signatures, fashion 
and textile designs 


and much other ma- 
terial the prompt and 
accurate transmission 
of which is a matter 
of concern to those 
using it. 

The first telephoto 
transmitted was that 
of the Republican 
Convention sent from 
Cleveland to New 
York in June, 1924. 





BOOT AND SHOE RECORDER 


March 12, 1927 


Southeasterners Buy Sandals 


Macon Convention Develops Spirited Style Discussion— 
Keen Debate on Whites 


66 HE most enthusiastic and 
| largest attended district 
convention that I have yet 
attended,” said A. H. Geuting, N. 8S. 
R. A. president, in speaking of the 
Southeastern Shoe Retailers’ Asso- 
ciation convention. That was the 
general opinion, too, of all the 700 
merchants who went to Macon, Ga., 
March 7, 8 and 9. The smooth way 
in which the entire show was run 
reflects greatly to the credit of the 
executive ability of President George 
P. Bussey. 

At the Monday afternoon session 
the usual “welcome to our city” was 
interestingly and wittily given by 
Mayor Wallace Miller and Lincoln 
McConnell, of the Chamber of Com- 
merce. The former, in stressing the 
benefits of residing in Macon, stated 
that as yet no man had ever died 
from overwork here. Brief re- 
marks were made by the associa- 
tion’s vice-presidents from Georgia, 
Florida, Alabama and South Caro- 
lina. Congratulatory telegrams were 
read from various presidents of 
other shoe merchants’ associations. 
Considerable satisfaction was ex- 
pressed by the appointment of 
George Bussey as an N. S. R. A. di- 
rector. The speakers on the official 
program covered a wide range of 
topics and were Major Charles T. 
Cahill, Oran McCormack, W. T. An- 
derson and Buford Jones, whose 
spirited reply to T. K. Kelley’s at- 
tack on New England was well re- 
ceived. 

In acknowledging the great ova- 
tion given A. H. Gueting, he said 
that he considered the reception not 
a personal one, but to the N. S. R. 
A. that he represented. Mr. Geut- 
ing’s talk was along the lines of pre- 
vious ones given at conventions, and 
has appeared in the RECORDER. 

Here is the concentrated style 
dope gained from the order books cf 
the traveling men: 

Water lily seems safe, also some 
black and white. Sandals, of course, 
are established, with the immediate 
orders running a good 60 per cent. 
An undercurrent was apparent that 
great care must be exercised in re- 
ordering sandals, because when the 
demand stops it will come suddenly 


and unexpectedly. The full strength 
of the semi-open shanks is yet to be 
felt, however. It was predicted by 
several good authorities that elabor- 
ate step-ins will follow the sandals 
along in the early summer. 

This is to be only regarded as a 
hunch. Nineteen-eight heels are the 
strongest, with some play on the 
21/8. “Do not lose sight of the 14/8 
heels,” counseled M. A. Condon. 


HE Tuesday style forum devel- 
oped into a battle royal over the 
color situation for present day buy- 
ing. Several merchants admitted 
changing their ideas after the meet- 
ing. It was significant that the big 
town merchants are laying off 
whites to a large extent, while the 
smaller cities are having a fair nor- 
mal demand. One thing all agreed 
upon: that solid whites are con- 
sidered the safest. J. O. Steele, of 
Atlanta, in starting the color dis- 
cussion, said: “I think the sandal 
types of footwear have big possi- 
bilities, but that they will not en- 
tirely supersede straps. One of our 
problems is whether colored kids 
will sell and in what proportion. My 
opinion is that colorful footwear will 
always sell and bring an extra profit. 
As to whites, frankly I have not 
bought a pair, although I may later.” 
Mr. Finefield, of Savannah, ad- 
vised against buying white trimmed 
with black. “Stick to all white, if 
white is to be bought. Show col- 
ored shoes strong and hold blacks 
back,” he said. 

M. M. Nankin, of Miami, said: 
“We have not bought many white 
shoes, for colored kids are cutting 
into them. We figure that we will 
sell about 10 per cent whites, but a 
great many of the very light shades, 
as water lily, etc.” 

Frank Stevens, of George Muse 
Co., Atlanta, agreed to this and 
added: “I think the black strap pat- 
ent leather trimmed patterns are 
going to fool a great many mer- 
chants. I feel that anyone who does 
not feel strong about the white 
shoes they have on hand is making 
a big mistake.” 

Nathan Marlow, Birmingham, 
spoke right out in meeting when he 


said: “Colors will be good, but th« 
question is, How long will they con- 
tinue? I find every day patents are 
selling stronger in the sandal types. 
We have always successfully sold 
black and white shoes as an extra 
pair proposition. Get me right. | 
said ‘black and white,’ not ‘whit« 
and black.’ We are still buying 
white shoes in both sandals and 
D’Orsays. We don’t have to buy 
any strap shoes, if we buy sandals, 
so we find that one sandal covers 
several types of shoes. Cut steei 
buckles look big.” 


ERMAN RICH, of Birming- 

ham, asserted that he is show- 
ing a few blacks but preaching 
colored kids, for the blacks sell 
themselves. He said: “We have 
bought some white shoes in simple 
patterns, as we have a clientele that 
always wears white shoes.” 

Mose Smith, of Savannah, is 
strong for colored kids in his store. 
As to white shoes, he figures that 
during May and June 60 per cent of 
his sales will be whites, which are 
extra pair propositions with him. 

H. S. Robert, of Griffin, stated: 
“Sales on colored shoes have been 
very good up to the present time, 
but can we afford to lay down by 
playing black shoes even for a few 
months, with the extra sales that 
come from colors and whites? We 
will sell exactly the same number of 
white shoes we did a year ago.” 

Matt Condon, of Charleston, said 
that he came to the convention with 
the idea of buying some white shoes, 
which he feels satisfied will be good 
in July. Then he said that he 
bought some colored ornaments for 
these shoes, more for the purpose of 
dolling up his windows and making 
the shoes look different. “I am sat- 
isfied that black and white is good, 
too,” he added. 

The discussion on men’s shoes was 
started by Major Charles T. Cahill, 
of the United Shoe Machinery Co., 
who told of the effort being made to 
put the men’s shoe business on a 
better basis and bring it back to 
normal. He was followed by 


[CONTINUED ON PAGE 68] 
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eShopping, ®eas and Matinees .. . she goes divinely clad! 


Three beautiful colorings on this pattern follow: 


The strap slipper is popular again this spring 
with women who seek the comfort of a strap 
and the stylish lines of well-designed vamps 
and heels. Here’s a Tweedie number sure to 
please those customers of yours who demand 
style and comfort and service! Its price is ap- 
pealing, too—for this modish pattern is priced 
to retail at $5 or $6 the pair, with a healthy 
margin of profit to you. 


577-5—#2010 Adder Vamp and Tape on Top and Strap. 
#1739 Percale Calf fox and vamp toe 20/8 
Spike #1739 Percale covered heel. Our 139 last. 


577-6—Alice Blue Patent Vamp and Fox; Autumn 
Leaf Calf Strap, Tape on top and Vamp Band. 
fag Alice Blue Patent covered heel. Our 
126 last. 


577-7—Waterlily Kid Vamp and Foxing. #1767 Percale 
Strap, Vamp Band and Collar. 17/8 Wood 
Spike Percale covered heel. Our 134 last. 


TWEEDIE FOOTWEAR CORPORATION 


General Offices and Factory: 


lefferson City, Missouri 
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Carried in Stock 
Ready to Ship 


CAROM—Stock No. K-201. 
Price $5.15. 

‘Foot Friend’’ tie in ebony glazed kid. 
14/8 leather heel, % Wingfoot Uskide 
top. Goodyear welt. 

CAROM— Also carried i t 
celluloid heel. ae 
Price $5.25—Stock No. P-253. 


LIZETTE—Stock No. P-251. 
Price $5.10. 
“Foot Friend’ tie in patent chrome, 
14/8 celluloid heel. Goodyear welt. 
LIZETTE—Also carried in smooth 
ebony kid with leather heel. 
Price $5.00. Stock No. K-203. 
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Fortify Your Business with 


FOOT FRIEND SHOES 


Just as life must be fortified by friends—so 
business must be fortified by customers. 


And the only way to get and hold customers 
is to sell shoes that give pleasure and satis- 
faction to the wearer. 


Foot Friend Shoes have the style—the 
beauty—the quality look and the quality 
wear—that women are quick to see out- 
matches other footwear near Foot Friend’s 


prices. 


Display Foot Friends in your windows— 


and watch the feminine value-instinct get 
into action! 


A Foot Friend Courier is now in your ter- 
ritory with the season’s smartest new 
models. Welcome him—for he brings you 
footwear that will fortify your business 
with satisfied customers—and this means 
growth—increased profits for YOU. 


THE LAPE & ADLER CO. 


Makers of “Foot Friend” Shoes 
COLUMBUS, OHIO 


“FOOT FRIEND” COURIERS 


Dunbar Archer Dolph G. Hoyt 
Barney Coens A. Ray Jackson 
Bertrand J. Coens H. L. Lape, Jr. 
Larry Conners Paul J. Lee 

Ray Glascock P. A. McGiffin 
J. O. Friedauer J. R. MeNierney 


Phil Miller 
A. P. Richards 
Jack Spurlock 
Tom Talbott 
J. O. Thomas 
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Who’s Who on the Road 


The Traveling Salesmen We Tell About Here 
Are the Boys Who Deliver 


LOBATTO, for 12 years with the 
@ Sherwood Shoe Co. of Rochester, 
N. Y., during which time he covered 
New York territory, is now the New 
York representative of the Ferris Shoe 
Company of Philadelphia. A New 
York office for the Ferris Company will 
be established in the near future with 
Mr. Lobatto in charge. 


J. (Tommy) 
* BUSHMAN, 
long and favorably 
known in the 
South, as one of 
the best shoe sales- 
men “making” 
that territory, was 
recently appointed 
sales manager and 
style man of the 
Wolff-Tober Shoe 
Mfg. Co., St. Louis. 
Besides taking 
care of a few of 
his larger ac- 
counts, Mr. Bushman will devote his 
time at the factory, assisting in get- 
ting out new patterns and working 
with the salesforce. Said one of his 
good friends who passed on this news 
to the REcoRDER—“The success we wish 
him is doubly assured by his known 
ability as a ‘go-getter.’” 


Thos. J. Bushman 


HE Southern 

Shoe Sales- 
men’s Association 
held its 35th an- 
nual “get-together” 
and banquet at the 
Hotel Westminster, 
Boston, on a recent 
Thursday evening. 
The date, Feb. 24, 
coincided with that 
of the formation of 
this organization, 
and its first annual 
banquet. The out- 
standing feature 
of the business meeting was the elec- 
tion of John P. Thomas, of Howard & 
Foster, Inc., as president; George L. 
Starks, vice-president, and Fred W. 
Stanton, re-elected, secretary-treasurer. 
The new president has been a member 
of the S. S. S. A. for more than 25 
years, and is Southern born. Past 
President J. H. Richardson was toast- 
master. He presented the new presi- 
dent, who acknowledged a hearty greet- 
ing. There were talks by members and 
guests, interspersed with orchestral 
numbers, and a cabaret. A standin 
tribute was paid to the late Harry H. 
Ripley, one of the founders. Among 
the speakers were N. S. T. A. Presi- 


John P. Thomas 


By HELEN M. HANEY 


dent, Charles W. Morrill, and N. S. 
T. A. Secretary, T. A. Delany; B. S. 
T. A. President, ~ el P. Lynch; 
James H. Stone of The Shoe Re- 
tailer, G. W. R. Hill of the Boot AND 
SHOE RecorpER. Mr. Hill, who at- 
tended the first banquet of the associ- 
ation, in 1892, read the names of those 
who were present on that historic oc- 
casion. Of that number—Clarence P. 
Waide, S. Preston Moses, Hector E. 
Lynch, Fred W. Stanton, Harris M. 
Barnes, and Frank M. Colburn, were 
in attendance at this year’s banquet. 
The S. S. S. A. is the oldest organiza- 
tion of traveling men, whose member- 
ship is now, as at its inception, com- 
posed samgge tte A of men who travel 
from New England shoe factories to 
retail stores in the South. 


H. McGIN- 

¢ NIS,  for- 
merly connected 
with Johanson 
Bros. Shoe Co., is 
now covering 
Missouri, Ohio, 
and Arkansas, 
for the Wolff- 
Tober Shoe Mfg. 
Co., St. Louis. 
He is well known 
among retail 
shoe merchants in 
this territory, 
c with which he 
intimately connected for 


A. H. McGinnis 


has been 
many years. 


D. SPOERKE, General Sales 
® Manager of the Menzies Shoe 
Co., made a visit to Boston recently, 
and spread out his line for the inspec- 
tion of shoe buyers. Mr. Spoerke re- 
ported a good season on tan calf and 
tan side leather oxfords for spring. 
He said that last year was the very 
best business year that the Menzies 
Shoe Co. had enjoyed for six years, 
and that the six Menzies’ factories— 
three in Wisconsin; two in Tennessee, 
and one in Missouri—were “humming” 
at a rate which he predicted would 
mean that 1927 would roll up even 
greater sales records than 1926, 


[Ts big smoker, dinner, and enter- 
tainment of the Los Angeles Shoe 
Travelers Club, to be held on April 10 
at the Alexandria Hotel, is going to 


be some party. More than 100 of 
the busy fellows have signified their 
intention of being present. Moving 
picture stars will entertain. Dick 
Moder’s Hollywood Owls, a “peppy 
jazz” orchestra, will play. A wonder- 
ful feed will be provided. It will be 
an event worth while. After that, the 


boys are planning a big time for the 
girls. This will be held at one of the 
country clubs or sea shore resorts. 
That Los Angeles bunch are up and 
coming with a determination to in- 
crease membership very considerably 
this year. 


RED C. EARL 

of 22 West 
Quincy Street, 
Chicago, is now 
representing the 
Bates-Dow Com- 
pany, of 


yn 
Fred will carry 
the Betty line of 
hand-turned 
shoes ‘in the 
Middle West and 
Northwest—from 
Ohio to Mich- 
igan. 


Inc., 


Fred C. Earl 


IMMIE BLYTHE, for many years 

representing the former firm of 
Dugan & Hudson, is now selling the 
Monroe Shoe Co. line in Illinois and 
Indiana. Jimmie’s home is in Dan- 
ville, Ill. He has covered the two 
above-mentioned States for many 
years. He recently made a visit to 
Boston, where he got his samples all 
lined up, and from which post he 
“started forth to conquer,” he said. 


ARRY O. CON- 
NORS has 
won a promotion. 
Larry began’ his 
association with 
the Lape & Adler 
Co. about five 
years ago, and 
during the past 
two years has 
been house sales- 
man. He has re- 
cently been ad- 
vanced to travel- 
ing representa- 
tive for this con- 
cern, with territory in Pennsylvania, 
and Western New York State. “Larry 
O. Connors is a wide-awake young man, 
enthusiastic in his work, and possesses 
all the requirements of a successful 
salesman. His advancement shows 
what a young shoe man can accomplish 
who seriously studies his work. We 
know that he will make many friends 
and good customers in his territory, for 
he is the type who ‘sits on top of his 
job,’ and does not carry it under his 
arm as a burden,” says W. T. Dicker- 
com! managing director of the L. & 


Larry O. Connors 
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The Excelsior “X” Line 
for Boys and Little Gents 


Manufacturers 


Style No. X-429. Boys’ Tan Kip Bal on BOBBY BURNS 
last. Perforated vamp and quarter panels. Brass eyelets. 
Armstrong cork box. Price, $2.85. 

Style No. X-428. ene as above, in black kip with match 
eyelets. Price, $2. 


Excelsior “X” Line Shoes Pay Profits 
to the Last Pair 


You can sell the last pair at the same price you sell the first pair. 
No overloaded shelves—no shoes to sacrifice—no odd sizes to 
eat up the profits. You order the sizes and styles you can sell—- 
in small amounts, and our immediate in-stock service keeps you 
supplied. This gives you that rapid turnover that means profits. 





Write for a copy of the Excelsior catalog. It shows a number 
of comfortable styles that are good sellers—gives suggestions for 
an advertising campaign—features dealer cooperation ideas that 
will keep your stock moving. Get acquainted with these profit- 


Ask for Your makers by writing today. 


Share of These 
Booklets 


THE EXCELSIOR SHOE COMPANY 


Authorized Manufacturer of the Official Boy Scout and Seascout Shoes 
Department B 


PORTSMOUTH, OHIO, U. S. A. 


sere. Re. eee gt a Kip ee ss on 
o. X-437. Boys’ Tan Kip Blucher on BOBBY : NS last. erfora quarter panels uare 
BURNS ge Brass eyelets. Armstrong cork box. Price, brass eyelets. Armstrong cork box. Price, $2.85. 

$2.85. Style No. X-153. Same as above, in Gents’, on UNCAS 


last. Price, $2.35. 


Style No. X-155. Same as above, in Gents’. Price, $2.35. 5 ; 
Style No. X-156. Same as Style No. X-155, in black kip. : = PA X-448. Same as Style No, X-435, in black kip. 
Price, $2.35. ce, $2.85 
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Henry S. Carfield 


AMES L. “JIMMY” TODD, for the 

past two years on the salesforce of 
the Stetson Shoe Co. of South Wey- 
mouth, and prior to that time with the 
Doyle Shoe Co. of Brockton, soon will 
become a benedict. His engagement 
has been announced to Miss Priscilla 
Alden Freeman of North Abington. 
The wedding will take place in the 
spring. Miss Freeman is prominent 
socially in the district, while Mr. Todd, 
besides being a hustling salesman, 
holds the Plymouth County 100-yard 
dash championship won at the Brock- 
ton Fair and is one of the best semi- 
professional ball players in this dis- 
trict. 


ALSEY ELWELL, of 6420 Moore 
Drive, Los Angeles, representing 

the James A. Banister Co., writes that 
his association is getting up a “Who’s 
Who in the Shoe Trade” of The Shoe 
Travelers Club of Los Angeles, show- 
ing honorary members, officers, mem- 


bers, with their addresses, telephone 
numbers, and firms they represent; 
also a list of the men who are not 
members, This latter list is divided 
into lots, which will be assigned to 
some member of the club to bring them 
into the fold; one page of the “Who’s 
Who” is devoted to a line-up of the 
National Association; one page to the 
purpose of the National, and one to the 
ideals of the Club, its events, etc. The 
Los Angeles boys will hold a banquet 
April 20. 


ICHARD M. GARFIELD will call 
on the New England Nettleton 
trade this spring. Mr. Garfield is a 
practical shoe man and particularly 
well fitted for this important post. His 
selling experience covers both shoe re- 
tailing and manufacturing. He has 
successfully managed the Syracuse 
Nettleton Shop and has been in close 
touch with retail problems. During 
the past season he covered many of 
the larger cities of the East and Mid- 
dle West in company with his father, 
Henry S. Garfield, who is one of the 
most widely known and respected shoe 
salesmen, and who has been with the 
Nettleton company for 21 years. The 
younger Mr. Garfield has also spent a 
number of years at the Nettleton fac- 
tory and has a thorough knowledge of 
the Nettleton idea of shoemaking and 
shoe merchandising. 


T= following are the regional di- 
rectors of the N. S. T. A.: Harry 
P. Lynch of Boston, in charge of the 
district of New England, New York, 
Pennsylvania, including the associa- 
tions of Boston, New York, Philadel- 
phia, Pittsburgh, Baltimore, Buffalo, 
and Rochester; Clarke W. Browning, 
president of the Pacific Coast Shoe 
Travelers’ Association, in charge of the 
San Francisco, Seattle, Denver, Los 
Angeles, Salt Lake City and the Pacific 
Coast Associations; Frank J. Larkin 


of Milwaukee, with jurisdiction over. 


the Northwestern Shoe Travelers’ As- 
sociation, Wisconsin and Iowa; Buford 
McWhirter of St. Louis, regional direc- 
tor of the Central and Southwestern 
Associations. The duties of these re- 
gional governors will be to keep in 
closer touch with the activities and the 
plans of the locals under their juris- 
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Richard M. Garfield 


diction; to represent the N. S. T. A. 
president in an official capacity, and at- 
tend all meetings and conventions in 
his territory possible. The regional di- 
rectors may have the power of appoint- 
ing special committees for increased 
membership, the locals to report to 
them periodically on work being done, 
also to suggest plans for promotional 
work of the locals; they shall also en- 
deavor to bring about a closer and bet- 
ter understanding between the various 
branches of the industry. 


P. FIELD, salesmanager for 

e Field Bros. Shoe Co., makers 
of men’s welts, covers the big trade of 
New York, Philadelphia and Washing- 
ton, while Paul Mitchell travels as far 
south as New Orleans, Jacksonville and 
Tennessee. 


E. SCHWARZ of Schwarz, Rug- 

e gles, inc., covers the South for 

his firm; Mr. Ruggles covers the West 

as far as Chicago and all of New Eng- 

land. Warren B. Gallond attends to 

the production. Mr. Gallond states that 
sport numbers are in demand. 


This is the big bunch of shoe buyers which the Hoosier State Shoe Travelers brought together at the festive boards during 
the recently held Indiana Shoe Buyers’ Week, at the Claypool Hotel, Indianapolis 
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B-236—Patent 14/8 -. Heel $4. 4 B a “Errore Parchment Trim 
B-246—Patent 21/8 spike heel. 4.8 $4.60 


= : “Lark” 
AOCHES Te B-738—Shell Gray Calf (Blue 
Piping) 
B-7098—Parchment 
Patent Piping) 
B-708—Patent Leather 
B-794—Shell aa, Calf (Blue 5s = — HOES: ment Calf Piping) 


underlay 
B-792—Parchment (Abbo 

Patent Underlay) 4.75 
B-793—Patent (Parchment Calf 

Onderlay) 4.50 


19/8 heel 


“Regent” 
B-3072—Patent 


“O kay” 

B-262—Shell Gray Kid ......... 
B-256—Pearl Gray Suede “4 Ifa” 
* B-259—Parchment Kid ... 


B-260—Patent B-773—Patent, 19/8 Heel 


B-763—Parchment Kid. 19/8 Heel 5.25 


21/8 heel 


“<6 9? 
Clare” 

B-282—Pearl Gray Suede 
B-258S—Parchment Kid .. 
B-573—Black Satin 
B-572—Patent P ~ a 
B-224—White Satin 
B-575—wWhite Kid 


“4 Ifa” 
-774—Patent, Cuban Heel $4.50 
B-764— Hea Calf, 


Goodyear Net 


B-178—Parchment Calf, Parch- oe <i ee ee ° 
ment Casino Insert an! AA. .4%-6 Ae tats B..3%%-8 C..3-8 B-232—Patent 
$5.00 B-230—Black Satin 





SIZES AND WIDTHS “Clare” 











Tongue 





THE MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN * 


Rochester, N. Y., U. S. A. 


New York Office: 612 Marbridge Bldg. Oakland, Cal., Offi 42 , 
B. W. MOYLAN wes  » nish Ave. 


Cleveland Office: 1599 Union Trust Bidz. Los Angeles Office: 107 East Sth St t 
A. F. JENKS Cc. E. VanDEGRIFT eta 


Chicago be th oo Hotel 


Makers of Menihan "Arch-Aid Shoe 
Write for Agency Proposition 
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Say 


Better Help in Shoe Stores 


Pittsburgh Retailers Discuss 
Important Question; 
Laird Heads Association 


~» PITTSBURGH (UTPS) — Outstanding 
among the = which arose during 
the Open Forum discussion which fol- 
lowed the routine duties of the recent 
meeting of the Pittsburgh Retail Shoe 
Dealers Association at the store of 
Albert J. Schmidt, 627 Smithfield 
Street, was that of the difficulty ex- 
perienced by most retailers in obtain- 
ing proper help. It was the general 
opinion that most high school and col- 
lege graduates do not find the shoe 
business attractive enough to associate 
themselves with it, and for that reason 
retailers have been forced to take em- 
ployees that fall below the necessary 
standard of gfficiency in many in- 
stances. It was felt that something 
must be done to correct such a condi- 
tion and make the shoe business offer 
greater opportunities and rewards for 
the young clerk. 

Louis Beigel, retiring president at his 
own requeSt, made a short address 
touching on the important events of 
his term in office and reviewing the 
high-lights of the year; telling his 
listeners what a fine organization they 
have and admonishing them to seek new 
members. Mr. Beigel enters the rolls 
as honorary director. 

As echoes from the Washington con- 
vention, Al Schmidt told about the ban- 
quet, what a success it was and how 
worthy of the shoe craft it was con- 
sidered. Morris Browdy had some in- 
teresting figures for money making 
which he brought before the meeting, 
while Ivan, called “Our Own Red” 
Martin, gave his impression of the con- 
vention out of which he seemed to have 
gotten a lot. 

The new officers of the association 
who will serve throughout the year are: 
William M. Laird,-Jr., president; 
George H. Stoebner, first vice-president; 
Morris Browdy, second vice-president; 
G. L. Ludebuehl, secretary, and Wil- 
liam Winfield, treasurer. 

The board of directors includes: J. C. 
Barclay, G. C. Murphy, Paul Kimmins, 
William M. Laird, Jr., C. W. Rains- 
bereger, G. L. Ludebuehl, Ivan Martin, 
Harry W. Stoebner, William Winfield, 
D. W. Glick, George . Stoebner, 
Bernard Klein, H. W. Ritter and 
William Kuhl. 

Those numbered among the six hon- 
orary directors are: C. Ludebuehl, A. J. 
Schmidt, G. W. Ludebuehl, J. B. Mor- 
rison, Morris Browdy, and Louis 
Beigel. 








More Riding Boots Sold 


St. PETERSBURG, FLA.—This season 
has been notable for two reasons, first, 
there have been more winter tourists 
here than ever before, and second, they 
have taken to horseback riding as 
never before. The local Horse Show, 
held the"first of the season, helped to 
stimulate the riding boot business. The 
two riding schools also do their share 
toward helping this part of the boot 
business. Blacks and tans, according 
to Ferguson Inc., are selling equally 
well. 


Rhode Island Merchants 
Hold Annual Meeting 


PROVIDENCE, R. I.—One of the 
steadiest retail associations in the 
country, holding five meetings a year of 
the representative merchants of the en- 
tire State, held its annual meeting at 
the Turk’s Head Club, Providence, R. I., 
March 1. 

President Geo. E. Peirce, Jr., had 
termed it “Frolic Night” but it was a 
meeting of sound, constructive business. 
In the afternoon the election was held, 
resulting in the following slate: Harold 
F. Ballou, president; Wm. P. Butler, 
vice-president; Joseph A. Veroneau, 
treasurer; David Barry, secretary; and 
Directors, E. S. Lafayette, Fred S. 
Fenner, George E. Peirce, Frank E. 
Ballou and George E. Peirce, Jr. 

The speakers of the evening banquet 
were Eugene M. Weeks who spoke on 
the national men’s shoe campaign, 
Everett Bradley, Arthur D. Anderson, 
Frank E. Ballou and George E. Peirce. 

The association shows a progressive 
year, a substantial standing of mem- 
bership, and a real spirit of cooperation 
for the betterment of shoe selling in 
the State of Rhode Island. 


R. C. Kahn in New Position 


Rocuester, N. Y.—(UTPS)—Ralph 
C. Kahn, formerly manager of the shoe 
department of La Tours, East Avenue, 
has been appointed manager of the shoe 
department at the Hudson Cloak & Suit 
Company’s store at 218 Main Street 
East. e shoe department is a recent 
addition to the Hudson store, the “La 
Randee” line of women’s footwear being 
featured. 

Mr. Kahn is known as an expert shoe 
fitter and an authority on style. He 
has been a designer and associated in 
other capacities with various shoe man- 
—_ before entering the retail 
trade. 


‘pany, 





. | . 
More Attraction Needed to Get | Johnson Reelected Head 


of Color Card Ass’n 


NEw YorK—Edward Johnson presi- 
dent and all other officers of the Tex- 
tile Color Card Association of the 
United States were reelected to office at 
the organization’s annual meeting late 
last week at the Hotel Astor, here. The 
other officers are William Hand, first 
vice-president; Albert L. Gifford, second 
vice-president; Otto Muller, treasurer, 
Carl Forsch, secretary and Mrs. 
Margaret Hayden Rorke, managing di- 
rector. 

The directorate was increased from 
five to nine members. New directors 
elected were Alfred Simon, of Alfred 
L. Simon & Company; Roy E. Tilles, 
of the Gotham Hosiery Company; John 
C. McKeon, of Laird, Schober & Com- 
and Charles Pinnell of Fred 
Butterfield & Company. 

The election of Mr. Tilles and Mr. 
McKeon to the directorate, gives the 
hosiery and shoe trades direct represen- 
tation in the administrative affairs of 
the association. 

In her annual report Mts. Rorke re- 
viewed the progress of color work in 
many industries, pointing out its in- 
creased importance in the automobile 
field among other things. The associa- 
tion showed a net gain of 98 members 
for the past year. 


A Single Sale of $328 


Boston—As one of the results of 
the B. F. Keith Fashion Forecast, 
which was put “on the boards”: last 
week, under the direction of Madame 
Hamilton Jeffreys, showing Laird, 
Schober shoes, sold at the Henry H. 
Tuttle Co., salesman John C. Rice, re- 
tail shoe salesman, sold to one of his 
customers thirteen pairs of 3% C 
shoes, ranging in price from $20 to $38 
—total, $328. Among the creations 
were “something different” in sandals, 
in red and silver, and gold and silver 
“fish-scale” effects, also a high-throat 
pump in brown suede with two gold 
buttons on either side of front. Frank 
Lyons, another retail shoe salesman of 
the store, was in charge of the shoes 
shown in the Fashion Forecast. 


Dixie in Indianapolis 


INDIANAPOLIS — (UTPS) — Indian- 
apolis has added another shoe store. 
The Dixie Shoe Store with the regular 
front which appears on all of the Dixie 
stores located at No. 131 North Illinois 
Street just opposite the Interurban sta- 
tion. W. D. Stafford is the manager 
and the popular $3 Dixie men’s foot- 
wear will be sold exclusively. 
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Open Your Door 
to Bigger Profits with 


American Interlocking Shoe Store Chairs 


Beyond good values and smart merchandise, the modern shoe store 
must offer shopper attraction. For unattractive stores and obsolete 
seating equipment create an old-fashioned atmosphere. 
shoe store profits. Literally close your door to willing buyers. 


Equipped with American Interlocking Shoe Store Chairs, your 
store takes on a profit-building transformation. Radiates distinc- 
tion, progressiveness, good taste. And as a result, it becomes the 
preferred shopping place for particular people. “American” Chairs 
open your door to those profits which good values and smart mer- 


chandise alone cannot bring. 


32-Page Book and Service—Free 


Thousands of shoe stores from coast to coast have found the key 
to bigger business by letting our Shoe Store Service Department 
solve their seating problems. Without any obligation to buy, our 
engineers and draftsmen will be glad to lay out your store for 
maximum attractiveness and efficiency. Simply send us rough 
layout. Our interesting and helpful 32-page book, “New Styles 
in Shop Seating,” also sent free to owners and managers. 


AMERICAN SEATING COMPANY 


book, ““New Styles in ’ Shop Seating.” 


Bias | “ 
eae 


Shut out 


1016 Lytton Building, Chicago, Illinois 
Gentlemen: Send me, without obligation, your helpful 32-page 
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Greater beauty of finish and design. 


ee 15 years of Branch Offices: 


to serve and assist you. Philadelphia: R. 703-1211 Chestnut St. 


ae Dew) 24 On% 


Awmerican Seating Company 


Greater lort for your customers. 
Greater derail chaos eoe { 1016 Lytton Bldg. a Chicago, Illinois 


New York: R. 601-119 W. 40th St. 
Boston: R. 302-69 Canal St. 
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Redecorating French Shop 


Austin, Tex —(UTPS)—One of the 
most beautiful shoe salons of the entire 
Southwest is promised by E. M. Boyd 
and Matt S. Spires, managers of the 
French Boot Shop of Austin when the 
decorators finish with the decorating 
program now under way. 

The attractive touches that are being 
added to this shop are in keeping with 


the progress of the business this sea- | 


Luxurious carpets, tapestried 


son. 


much to the interior of the firm, but the 


one thing that will be the chief feature | 


of the decorating plan is the entrance 
of wrought iron antique grill. 
play windows are being finished with 
Caenstone backgrounds. 


Moves After 35 Years 


MILWAUKEE—Eli Schmidt & Son, shoe | 


retailers in Milwaukee for more than 
50 years have moved from their store at 
200 West Water Street to larger 
quarters at 304 West Water Street. The 
firm was established by Eli Schmidt in 
a small building at Fourth and Chest- 
nut Streets, and it had been at 200 West 
Water Street for 35 years. Louis J. 
Schmidt a son of Eli Schmidt, became 
a member of the firm fifteen years ago. 


Chandler’s Opens Store 


Kansas City—A new retail shoe 
store has opened its doors here—namely 
Chandler’s, operated by the Edison 
Brothers of Atlanta. So great was the 
crowd on opening day that several 
times the doors had to be closed, while 
the 21 retail shoe salesmen fitted those 
already inside. The proprietors are 
very much pleased with the way busi- 
ness has begun. 


A. F. Musselman and Charles F. 
Ross, who have been operating two 
shoe stores in Long Beach, Cal., for a 
number of years, recently secured a 
long time lease on a fine centrally lo- 
cated two-story building, 25 x 150 ft. 
at 333 Pine Avenue, and have spared 
no expense in fitting up what is said 
to be one of the very best appointed 





| vertising men’s shoes. 
| one featuring the Brockton Co-Opera- | 


| printed 
fashionably dressed woman, in evening | 
| costume, and a gentleman, dressed cor- | 


walls with textone finish, Queen Anne | rectly from top to toe, adjusting the 


chairs, and other attractions will add | 


The dis- | 








Women Advertise 
Men’s Footwear 


BostoN—The Kennedy Co.’s shoe de- 
partment, Marcus McWeeny, buyer, has 
installed several attractive posters, ad- 
Among them is 


tive shoes. This is a large white poster, 
in five colors, showing a 


lady’s wrap. A smaller poster in green 


and red, is used as a shoe holder and | 


reads—“The Co-Operative Shoe Leads 
the Parade.” A long red poster, adver- 


tising the Co-Operative Shoe has the | 


wording—“The Brockton Co-Operative 
Shoe for the young man and for the 


| old boys who feel kittenish.” 


Changes in Constitution 


RocHESTER, N. Y.—(UTPS)—The 
Rochester Retail Shoe Dealers Asso- 
ciation authorized changes in the con- 
stitution to bring it up to date at a 
dinner meeting at the Sagamore Hotel 
this week. 

The dealers also discussed plans for 
a meeting on April 19 at which it is 
hoped to have a speaker of national 
prominence in the industry present. 


K. C. Walk-Over Moves 


Kansas City, Mo.—The Walk-Over 
Boot Shop is moving from its present 


location on Grand Avenue down on to | 


Walnut Street, between tenth and 
eleventh, side by side with the other 
leading shoe stores of the city. Thus are 
all the stores in this block devoted to the 
sale of shoes, with the exception of the 
two corners, and the one in the center of 
the block. The folks here are calling 
this section “Shove Row.” 


shoe stores on the Pacific Coast. Show 
windows are 22 feet deep, very large 
plate glass was used producing a very 
pleasing effect; window floors covered 
with velvet carpet of soft gray; walls 
of travetine; an attractive valence 
hides the spot lights used in lighting. 

Entering the store through either of 
two doors, one is impressed with the 


G. F. Peck Dead 


| New York—George F. Peck, presi- 

dent and founder of the firm of Peck 
| & Peck, probably the best known hosi« ry 
| retailers in the country, died at his 
| home here, Sunday, March 6. 

Mr. Peck was 83 years old, and for 
forty years his firm has been located 
| on Fifth Avenue. More than 50 years 
| ago the first Peck store was opened at 
Eighteenth Street and Broadway, sell- 
ing women’s hosiery. Later the store 
| was moved to Broadway and Twenty- 
sixth Street, and then to Fifth Avenue. 

Today the firm operates four large 
| shops in New York, and 12 others out- 
| side of this city. Last year the com- 
pany opened a store at the southeast 
| corner of Madison Avenue and Fifty- 

ninth Street, where they are paying an 

aggregate rental of more than $1,- 
| 000,000. 

Surviving him are his two sons, a 

daughter and a widow. 


Queen Quality in Va. 


RICHMOND, Va. — (UTPS)—Certifi- 
cate of authority has been issued by 
the Virginia State corporation commis- 
sion to the Queen Quality Shoe Com- 
pany, of Massachusetts, to manufac- 
ture, buy, sell and deal in footwear of 
all kinds. The principal office of the 
corporation in the State of Virginia is 
to be located at Richmond, with J. R. 
Redden in charge. Capital stock was 
given as $100,000. 


New Kansas City Store 


KANSAS City—The Harris-Goar 
Co., with headquarters here, operating 
a chain of stores in Missouri, Kansas, 
and Oklahoma, has taken over the lease 
of the Graham Boot Shop here and will 
soon open an exclusive retail shoe store 
at 1127 Walnut Street. 





Here’s a New California Store 


quiet elegance of the interior of the 
store. To the left a beautiful hosiery 
department. Close by is the cashier’s 
desk and wrapping counter. To the 
right an attractive fireplace and man- 
tel and stairway leading to the bal- 
cony, which extends entirely around 
the room. The balcony is done in 
wrought iron. 
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HE manufacturer who 


uses NEWCASTLE, largely has his shoes 


sold in advance. The widespread acceptance of. 


NEW ‘CASTLE by retail shoe 

merchants, as standard of qual- 

ity and color is a most definite 

sales influence. 

No. 625 Pastelle No. 17 Shell Gray 
Parchment No. 3 Stroller Tan 


No. 607 Stone No. 172 Hampstead 
No. 900 Rose Blush Brown 


NEWCASTLE KID 


“JUDGE IT BY ITS USERS” Loveliest of Le athers 


mes OC wo V4 


New Castle Leather Company 


NEW YORK 
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NATIONAL NEWS 


Manufacturers Urge Immediate 
Ordering of Easter Footwear 


Reminder Sent to Merchants 
by New England Shoe 
and Leather Association 


Boston—Pointing out that even 
though Easter comes late this year, 
there is grave danger in postponing the 
purchase of shoes for spring, the New 
England Shoe and Leather Association 
has broadcast a “reminder” under the 
heading—“Please Send In, Right Now, 
the Balance Of Your Easter Season 
Orders.” The warning reads as fol- 
lows: 

“Easter ro | comes unusually late 
this year (April 17), but don’t pre- 
sume too much on that fact. 

“Conservatism in buying is one 
thing; procrastination is quite another 
thing. It is ‘the thief of time.’ 

“In justice to the manufacturers and 
wholesalers (and to yourselves), the 
final Easter orders should be sent in 
RIGHT NOW. Don’t delay another 


day. 

“And don’t forget to remind your 
customers that shoes and slippers make 
appropriate Easter gifts. 

“And may we remind you of one 
other important thing? If Easter 
comes, can ‘Summerweight Shoe Day’ 
be far behind? Well, less than a month 
behind, this year. The date is May 
15, synchronizing with ‘Straw Hat 
Day,’ and it is none too early for the 
retailer to be making his plans for par- 
ticipating in the biggest and best men’s 
summerweight campaign that has yet 
been pulled off. 

“Yours for increased sales and right 
profits. 

“New England Shoe and Leather 
Association.” 


New Boston Office Is 
Opened by Reynolds Co. 


BostoN—The Reynolds Company of 
Providence, R. I., manufacturer of 
shoe ornaments, has opened a Boston 
office at 215 Essex Street, third floor. 
The office will be open on Wednesday 
of every week and on such other days 
as someone from the factory is in 
Boston. The telephone number is 
Liberty 4619. 


Duttenhofer in Florida 


CINCINNATI — Stanley Duttenhofer, 
president of the Stanley Duttenhofer 
Shoe Company, has spent the last few 
weeks in Florida recuperating from an 
operation for appendicitis, which he 
underwent early in the year. 

















Brown Shoe Shows Gain 


St. Louis—Brown Shoe Company 
showed a slight increase for the month 
of February according to T. Frank 
James, vice-presidént and sales man- 
ager of the company. “We expect to 
show another increase in March 
although this is the largest month we 
have to beat during this year,” said 
James. 


Wellauer-Noll Shoe Co. 
Now Noll Shoe Mfg. Co. 


MILWAUKEE—Changes in the person- 
nel and management of the Wellauer- 
Noll Shoe Manufacturing Co., of Mil- 
waukee have been announced by M. J. 
Noll, president of the company. The 
name of the company, effective March 
1, is the Noll Shoe Manufacturing Co., 
the Wellauers having retired from the 
business. H. C. Wellauer was secretary 
and treasurer and Jacob Wellauer was 
vice-president. Appointments to fill 
these offices are to be made within a 
short time according to Mr. Noll, as 
will that of a new sales manager to 
succeed Joseph Miller. 

The company was established in Mil- 
waukee in 1923 and manufactured the 
Twin Scouts, Our Gang, and Lassies 
brand of shoes for children. The south 
side plant of the company is to be dis- 
continued under the new arrangement 
and the Noll company will concentrate 
on the Lassies line of shoes for boys 
and growing girls. 





W. Percy Arnold on Trip 


NortH ABINGTON, MAss.—Prepara- 
tory to the semi-annual sales conference 
which will be held the latter part of 
this month, W. Percy Arnold, president 
and general manager of the M. N. 
Arnold Shoe Co., is making a swing 
around the country getting a line on 
conditions in the trade. Among the 
cities he already has visited or which 
are on his itinerary are Cleveland, 
Toledo, Columbus, St. Louis, Chicago, 
Kansas City, Wichita, Los Angeles, San 
Diego, Santa Barbara, San Francisco, 
Oakland, Seattle and Denver. 





Plants on Overtime Basis 


HAVERHILL—Overtime is being neces- 
sitated in many of the local shoe plants, 
including some of the beter known fac- 
tories such as the Jonas Shoe Co., the 
Ornsteen Shoe Co., the Felstiner Shoe 
Co., the Kesslen Shoe Co., the Model 
Shoe Co., and the Modern Shoe Co. 








EVERY WEEK 


Good Improvement Noted 


in Brockton Production 


Brockton-Production was speeded up 
this week, a barometer of conditions 
being the call for added operatives 
made on some of the unions, p&rticu- 
larly the cutters. Improvement in shoes 
for pre-Easter delivery was noted, and 
particularly so in women’s lines. 

Orders were considerably more en- 
couraging during the week, with at 
least two manufacturers much encour- 
aged by the increased call for men’s 
shoes. They are not elated over pros- 
pot, but feel more optimistic after the 

tter showing in men’s lines. Some 
of the jobbing shoe plants were notice- 
ably busy with calls for near imme- 
diate deliveries and others by March 20. 

The Easter parade should be a color- 
ful one this year, particularly from a 
footwear angle. Tanners have provided 
some handsome leathers, and stylists 
have fitted them together in attractive 
patterns for women. 

One manufacturer says that a barom- 
eter of the demand is seen in the calls 
being made by his help on his in-stock 
department. And all the fair workers 
want parchments either in one color 
or in attractive combinations, until the 
demand for these lines has outstripped 
the tans and tan combinations. Straps 
and step-ins are the popular designs. 
Spike heels are getting a good call. 

A lot of novelty shoes are being 
ordered in men’s lines, though the con- 
servative tans of one-color and two- 
color designs are most prominent, with 
a call for some blacks. eels just above 
the squatty type are most popular. 


Leather Finishes Sprayed 


Preapopy, Mass —Finishes, in colors, 
are sprayed on leather here. Air guns 
are used for the spraying. Any colors, 
or combinations of colors, can be had 
The finish dries in a few hours. This 
new method is a means of speeding up 
the making of colors on leather, as 
styles change. In some of the finishes, 
nitro-cellulose compositions are used, 
and the finish on the leather is quite 
closely related to the finish on a 1927 
automobile. 


E-J Regular Dividends 


New YorkK—Regular quarterly divi- 
dends of $1.75 on the 7 per cent pre- 
ferred stock, and $1.25 on the common 
stock, equivalent to 10 per cent an- 
nually, were voted by the directors of 
the -Endicott-Johnson Corporation to- 
day. Sales for the first two months 
of the year are 10.5 per cent above the 
figures for the same period last year, 
it was reported to the directors. 
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VANITY 


Brooklyn Specialists 
in SHOE ORNAMENTS 











The 


Black Bottom” 


The New VANITY 
Bow for the Flapper 
Fashion’s Latest Fad 


Bow No. 3439 


Specially priced for the Retail Trade 





Patent and Satin 
Carried in Stock 
$6.00 per doz. pairs 





Combinations in Colored Kid 
$7.00 per doz. pairs 


Can be quickly attached to operas, gore 
pumps and tongue pumps. 


1261 Atlantic Ave. 


March 12, 1927 








The Seat of Most 
Foot Troubles 
The Longitudinal and 
Metatarsal arches with- 


troublesome pains and 
aches. 


The Secret of Proven Arch 
Comfort 


This arch of tempered 
spring steel holds both 
the Longitudinal and 
Metatarsal arches in their 
proper position at all 
times. 


with piano felt that will 
never lump or loosen. 


ARISTOCRAT 


Wins and Holds the Trade 
of Men of Affairs 


The man of affairs finds life more 
worth living after wearing Proven 
Arch Shoes for a short time. His 
business worries seem less because 
he can concentrate with greater ease 
when his feet are supported in per- 
fect comfort by Proven Arch Shoes. 
He will appreciate your explaining 
the merits of The Aristocrat, which 
may be had in either black or tan 
kid with rubber heels, and will re- 
ward you with his steady patronage 
after he has once worn a pair of 
these trim appearing, common sense 
shoes. 


Do your customers and yourself a 
favor by selling them the first pair of 
Proven Arch Shoes. After the 
shoes have relieved the aches and 
pains in your customers’ feet, legs 
and back they will never be satisfied 
with any other kind. 


Chiropodists and Foot Specialists all 
over the country recommend and pre- 
scribe Proven Arch Shoes. They 
will send many sufferers to you. Be 
prepared to take advantage of this 
added source of profit. 
A Complete Line Is Carried Ready 
to Ship at All Seasons 
Magazine and Newspaper advertis- 
ing, combined with consumer litera- 
ture, have created a universal de- 
mand for Proven Arch Shoes. 
Profit from this demand in your 
territory by featuring a complete 
line in your store. 


Write for a Proven Arch Catalog 


Certified Shoe Corporation 


1115—6th Street, 


Dept. 3 


Rockford, [linois 
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"Twas 
Mother Goose 
who left this 
shoe 

‘*For no one 
else, my dears, 
but you.’’ 


Twinkie Town Tales, 
our rhymed story 
book for children, 
contains 32 color 
pages of which the 
delightful page 
shown here is a 
sample. 


This book, which 
fascinates every 
child, is only one 
of several Twinkie 
advertising and 
merchandising 
features which 
many retailers are 
finding it profit- 
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It Pays to Push Twinkies 


HE remarkable copyrighted Twinkie Idea—Quality Twinkies have added prestige to the stores that have 
shoes for children and lovable characters bearing the | stocked them and have increased profits not only in the 

same catchy name—provides any dealer a valuable selling Children’s Department but on all lines. 
franchise in his community. Write or wire for an appointment with a Hamilton-Brown 
The experience of retailers with representative. He will show you 
amples and explain in detail the 


Twinkies since they were introduced to s 
the trade 8 months ago, has been VYINKIES merchandising possibilities of this 


unusually satisfactory. original idea. 
Shoes for Boys and Girls 


St.Louis Hamilton-Brown Shoe Co. _ Boston 


Also makers of American Lady and American Gentleman Shoes 





| 
Fashioned for 


The American 
Woman 
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No. 7049—Patent Leather 
Sandal, Opalescent Trim, 


No. 7546—Patent Leather 
One Strap, Cubist Trim, 
21/8 Covered Parisian Spike 
Heel, 210 Last. 


44% to8 AA 4to8A3to8B 
2% to8C 
Price, $4.85 


21/8 Covered Opalescent 
Parisian Spike Heel, 210 
Last. 
444 to8AA4to8A 3to8B 
24% to8C 
Price, $5.00 
Delivery March 15th 


Delivery March 15th 


And The New Shades 


HE new American Lady numbers, strikingly styled 
in the new light shades of peach, pastel and rose- 
blush—are narticularly appealing for Easter and 
Spring trade. : 
The American Lady line for Spring, complete in every 
detail, offers a shoe for every foot, for every fancy at a 
price that means sure sales. 


st. Louis Hamilton-Brown Shoe Co. Boston 


Makers of American Gentleman Shoes, American Lady 
Shoes end Twinkie Shoes for Boys and Girls 


Independent 
of all 
Combinations 
Means 
Individual Styles 
For Your City 
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The Shoe Man’s Dictionary 


“THE SHOE AND 
LEATHER LEXICON” 


Help the New Beginner in the Shoe Business to 
acquire a working knowledge of Trade Terms, 
Definitions and Meanings of Technical Expres- 
sions. 


Here are a few definitions taken at random from 
the book: 


“Aloft”—(sole stitching) A sole stitched without 
channel on the under side, the thread showing 
on the bottom of the shoe. 


“Box Calf’—Calf leather finished with grain 
side boarded or stamped irregularly. 


“Chrome-Tanned”’—Tanned with bichromate of 
potash and dilute muriatic acid. (See tanning.) 


Hundreds of trade terms made plain to the stu- 
dent just starting in to learn the shoe business. 


Many shoe stores are using this text book in 
salesmen’s training. 


Can you define these: “Cordovan,” “Deacon,” 
“Epidermis” “Foxing,” “Goodyear,” “Horsing,” 
“Tron,” “Knurl,” “Last Measurement,” “Mc- 
Kay,” “Nubuck,” “Ooze,” “Pancake,” “Rand,” 
“Side Leather,” “Throat,” “Union,” “Viscolize,” 
“Welt,” and many others? 


You as an experienced shoe man may be able to 
do it, but how about that ambitious youngster 
who is eager to learn quickly? 


Send for a copy of the “Lexicon.” 


If you do not believe it is the best book ever 
printed for a shoe store, get your money back. 


The Price Is Fifty Cents 
(Cash with Order) 


BOOT AND SHOE RECORDER 
PUBLISHING CO. 
207 South St. Boston, Mass. 


P.S. One western store uses si. “Lexi 'y: 
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Quality, Individuality of Styles and 
Special. Constructions ~ 
Carrying Real Prices that enable 
Quick Merchandising and Profits 
for You. 


G2732—Women’s Patent 
D’Orsay Full Grain 
Outsoles — Leather, 
Satin or Felt Lined. 
Also in Kid Leather. 


1722—Men’s Calfskin 
OPERA—also Patent— 
Full Grain Outsoles or 
Suede with Quilted 
Satin, Leather or Felt 


“SERVICE ALWAYS” 
Our complete lines CARRIED IN STOCK 


KozyRoMFORT 
SHOE MFG. CO. 


1701 Richard Street 
MILWAUKEE, WISCONSIN 
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“WHERE TO BUY 
3 Men’s Shoes 


























HENRY LILLY CO. 
88-90 Reade St. New York 


of 
SHOES and RUBBERS 
Bvery Wednesday and Friday 


E 
M. A. PACKARD CO., Makers 
BROCKTON 























NETTLETON 
Shoes of Worth 


A. BE. NETTLETON CO. 
gw. W. COOK, President 
Syracuse, N. Y., U. 8. A. 

MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers ef 
MEN’S FINE 
SHOES 
Brocktea, Mass. 

















High Colors Introduced 
in Haverhill Turn Shoes 


HAVERHILL—Business in local’ fac- 
tories has now reached normalcy and 
the remaining weeks prior to the 
Easter trading season are expected to 
witness volume production. Business 
for the month of February was best 
described as “spotty,” but the month 
opened with general improvement noted 
and prospects generally good. 

There is a marked call for blacks as 
the season advances and white kid is 
being cut by several firms and is spoken 
well of for after-Easter trading. Black 
patent is being cut in increasing quan- 
tity, with limited amount of black satin 
and fabrics. 

A particular feature of turn produc- 
tion during the past week has been the 
cutting of kid in the bright hues of 
red, blue and green. Blue is picked for 
evening wear popularity. Kid shoes 
represent about 60 per cent of the 
local output at present, while earlier 
in the season kid was moving almost to 
the exclusion of everything else. High 
heels on Spring footwear are general. 
Leather ornaments, with small amount 
of beading, feature the ornamentation. 
Ornament makers say that all-leather 
ornaments will surpass metal ornamen- 
tation. D’Orsay pumps, plain pumps 
and some sandal effects cover the pat- 
tern field. 


New Factory for Brockton? 


BrockTtoN—Three men said to be 
representatives of a combine of New 
York jobbers were in this city March 
2 looking over various shoe plants for 
the purpose of seeing what the city has 
to offer for space suitable for the man- 
ufaecture of $4 men’s shoes. The T. D. 
Barry Co. factory on Court Street, idle 
for three years, was looked over, as 
was the former P. B. Keith Co. plant 
in Campello, vacant since that concern 
merged with the Whitman & Keith Co. 
The representatives were shown other 
factories by a local real estate dealer 
said to have the leasing of one of the 
properties. No definite decision was 
made, the men stating they would re- 
port back to their superiors, who, if 
satisfied, would get in touch with Brock- 
ton unions to see what agreements 
could be made on prices for the making 
of such shoes. 


Levie Shoe Co. Changed 
to Louis Mark Shoes, Inc. 


CuicaGo—Effective March 5, the 
name of the Levie Shoe Co.. Chicago, 
was changed to Louis Mark Shoes, Inc. 
The factory continues under the man- 
agement of Raymond Mark, who has 
been in charge there for the past two 
years, following the death of Oliver 
Levie. Melvin Mark, president of the 
firm, continues in active charge of the 
retail end of the business, embracing 
19 Louis Mark shoe stores in Philadel- 
phia. This firm was established 44 
years ago. 

A stock issue of the combined manu- 
facturing and retail business is to be 
listed on the New York curb. The fac- 





New Findings Firm 


Ricumonp, Va.—(UTPS)—J. Gold- 
man & Co., inc., of Norfolk, Va., with 
capital stock of from $50,000 to $100,- 
000, has been chartered by the Virginia 
State corporation commission to manu- 
facture and deal in leather and shoe 
findings. The incorporators are Solo- 
mon Kaplan, president; Sarah Gold- 
man, secretary, and L. H. Goldman, all 
of Norfolk. 


Marathon Shoe Officers 
Reelected by Directors 


Wausau, Wis.—All officers of the 
Marathon Shoe Co. of this city, manu- 
facturers of Pied Piper footwear, have 
been reelected by the directors. Offi- 
cers are S. J. Pentler, president and 
general manager; Charles Dodge, vice- 
president; C. G. Krueger, treasurer; 
and C. L. Barthels, secretary. Directors 
are Charles Dodge, W. E. Dodge, H. J. 
Hagge, C. H. Hooker, C. G. Krueger, 
S. J. Pentler, O. R. Short, Otto Muen- 
chow, and C. L. Barthels. 

The company now has an output of 
between 1500 to 2500 pairs of shoes per 
day and employs about 350 people. It 
is affiliated with the Wausau Shoe Man- 
ufacturing Co. which specializes in 
children’s shoes with a daily output of 
1500 pairs. 


Prague Fair, March 20-27 


One of the most important features 
of the Prague International Fair, to be 
held in Prague, Czecho-Slovakia, March 
20 to 27, will be the exhibition of 
Czech made footwear organized by the 
National Federation of Footwear Man- 
ufacturers. -All kinds of shoes for ex- 
port will be shown, including Goodyear 
welt, McKay, woven, turned men’s and 
women’s footwear, sandals, fancy 
shoes, slippers, etc. Shoe exports from 
Czecho-Slovakia are on the increase, 
according to’ governmental informa- 
tion. 

During the Fair the Czech railways 
offer a 33 per cent reduction to visitors 
to the Fair, who also are granted pass- 
port dispensations and other traveling 
advantages. 


Thayer McNeil Party 


BostoN—The Thayer McNeil Asso- 
ciates held their fourth annual “get 
together” at the Seville restaurant, re- 
cently. After dinner, the entertain- 
ment began, with Vincent O’Connor, in 
charge of the entertainment, and 
.William Gibbons, president of the As- 
sociates as toastmaster. Harold F. Mc- 
Neil, president of the store, gave the 
address of the evening. There were 
special numbers by Miss Gale Curry, 
soprano; Ted Simpson, Frank Ranney 
and Peggy Hooley, while the prize 
waltz was won by John Finnegan and 
Grace Donovan, the latter receiving 2 
silver loving cup; Robert Fallon won 
first prize at whist, and Connie Lynch, 
second prize. The judges in the waltz 
contest were—James F. McNeil, C. W. 
Pollock, store superintendent, and 
Howard Rose of the Boylston Street 
store. 





tory specializes on men’s dress welts. 
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Last Company to Expand 


Antico, Wis.—The Vulcan Last Co. 
of this city has announced a building 
program which will call for an expen- 
diture of about $60,000. Nineteen new 
dry kilns will be erected, two additional 
drying sheds, and a new office building. 
Additional kiln copeety is necessary by 
the decision to send blocks cut at the 
Crandon plant to Antigo for curing. 
The present battery of twelve kilns and 
five drying sheds limits even the ca- 
pacity of the present plant. 





Form New Firm to Make 
Children’s Shoes 


RocHester, N. Y.—(UTPS)—The 
Crescent Childrens Shoe Manufac- 
turing Company, 99 Mount Hope Ave- 
nue, has been reorganized: following the 
withdrawal of Sam Rizzo and Lester E. 
Schiff to organize the Artisan Shoe Cor- 
poration. 

New officers of the Crescent Com- 
pany are Nicola Picciocchi, president; 
Dominick Roncone, treasurer; 





Nudelman, secretary. . Fink, for- 
merly secretary of the Kalb Shoe Man- 
ufacturing Company, 90 Mill Street, is 
now general manager of the Crescent 
Shoe Manufacturing Company. 

According to Mr. Fink the factory is 
working to capacity with plenty of 
orders on hand to insure maximum pro- 
duction for some time to come. 

Joseph Brooks, formerly with J. 
Heilbrunn & Sons, 119 Mill Street, has 
been added to the sales staff of the 
Crescent Co. 





Charles S. Upham Is Dead 


Boston — Charles S. Upham, 
treasurer and manager of Upham Bros. 
Shoe Co., is dead. The end came very 
suddenly, and was a distinct shock to 
his many friends in the trade, and par- 
ticularly in his home town, which he 
had served so well as its dean of manu- 
facturers, as school committeeman, and 
director of the Stoughton Visiting 
Nurse Association, for many years. Mr. 
Upham died early on Thursday eve- 
ning, March 8, at his home 336 Lin- 
coln Street. He had been to Boston 
with his wife; after returning home 
he had supper, and although cheerful 
complained: of not feeling well, and so 
retired very early. Shortly after 7.30 
p. m., he was stricken with an affecta- 
tion of the heart and passed away 
peacefully in his sleep. 

Charles Upham was born in 
Stoughton in January, 1864, and spent 
practically all of his time outside of 
school hours in the factory of his 
father. He was admitted to partner- 
ship on attaining his majority, devoting 
himself assiduously to the study of the 
most improved processes of women’s 
high grade shoes. In January, 1889, 
Mr. Upham married Myra Tenney, who 
with their daughter, Mrs. Preston 
James of Worcester, Mass., survives 
im, 

During Mr. Upham’s forty years of 
active business and social life, he has 
endeared himself to his townspeople, 
and to his employees. A gentleman of 
the old school—gracious to all—a public 
— citizen—a devoted husband and 
ather, 





Milwaukee Factories Look 


for Increase in Tans 


MiLwAUKEE—Blacks have been hold- 
ing up stronger in the shoe market 
than was originally anticipated, accord- 
ing to the Milwaukee manufacturers of 
men’s footwear. This is due to a great 
extent to the weather being cold and 
sloppy, necessitating the wearing of 
rubbers which injure tan shoes. It 
is believed that after Easter, the public 
will start taking the tans and other 
light shades such as blonds, in larger 
quantities and that the retail merchants 
will feel in a better mood to stock more 
of these light colors. Tans form the 
majority of the orders, however, for 
spring delivery to the trade. 

Patents dre the leaders in the ladies’ 
footwear again and many of the manu- 
facturers. here are producing more 
patents than other colors. Parchments 


are having a fair to good call and will 
undoubtedly increase in production 
later. 


H. A. Unke of the Harsh & Chapline 
Shoe Co., reports that his company has 
increased production on men’s dress 
shoes as‘these are the leaders at the 
present time. Sales are showing an in- 
crease at the Walter J. Booth Shoe Co., 
with blacks and tans both going well. 
This firm reported that blacks are sell- 
ing about the same as usual for the 
period of the year, but the business on 
blacks throughout the territory is 
spotty. Production at the Nunn, Bush, 
and Weldon Shoe Co., is being main- 
tained at the same level. Blacks are 
moving in good lots, and tans are hold- 
ing their own with prospects of an in- 
crease soon. 





May Open Shoe Club Room 


Boston—The fifth floor of the new 
Hotel Statler is being rapidly occupied 
by shoemen, and when its approxi- 
mately 37 offices are filled by members 
of “the craft,” a “vote” will be taken 
by the tenants as to whether they de- 
sire to use the large—circular-shaped 
front room on this floor, with its ten 
windows, commanding a wide sweep of 
view on several important thorough- 
fares, as a clubroom. If 80 per cent 
of the fifth floor tenants so decide, the 
Statler management says that it will 
equip a well appointed shoe clubroom, 
for the benefit of these tenants, with a 
clerk in charge of a personal service 
bureau, stenographic service, and all 
of the other appointments of a well- 
regulated club. 

The Statler states that it is looking 
toward this service with an open mind, 
and will meet the wishes of its shoe 
clientele in this regard. 

Among the members of the trade who 
have already taken offices on the fifth 
floor are: Henry Hagan with Johansen 
Brothers Shoe Co., room 535; M. N. 
Arnold Shoe Co., room 501; J. J. 
Grover’s Sons Co., room 534; Collella 
& Leighton, room 532; Bliss & Perry 
Co., and Walden & Perry, Inc., room 
516; Howard W. Hill Co., Beverly, 
Mass., room 514. 

Henry Hagan, representing Johansen 
Brothers Shoe Co. was the first shoe- 
man to take space at the Statler; Mr. 
Hagan believes that the trend of the 
Boston shoe trade’s location is toward 





the Park Square district. 


WHERE TO BUY 
Men’s Shoes 








STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Cot te Be Stetson 
te Be Snappy” 
THE STETSON SHOE CO., Inc. 
South W. Mass. 

















HAND TAILORED ' 
HAND LASTED 


Bion F-Revno ios Cou, 
BROCKTON, MASS. 








WHERE TO BUY 
Children’s Shoes 








“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 


ROCHESTER, N. Y. 








Boston Office, 183 Essex Street 








oA 


WHERE TO BUY 
Standard Shoe Materials 











The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 

CREESE & COOK CO. 
Tanneries at Danversport, 95 South St., Boston. Mass. 






























t Virginia 


Scientifically manufactured to an exact 
Uniformity of Quality. 


Pulp Products Department 
Vi Pulp&P 
West rginia Pulp&FuperCompany 
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WHERE TO BUY 


Men’s @ Women’s 
Slippers 





PARISTYLE stop MFG. CO., =f 


41-45 Washington Wee Bocshins, 5 
New York Office, “Omen Roce 1116, 13 Bway 


HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 


Men's All a Leatter House Slippers 
Renees eg om 


ais Roeatt 


Iren Sole—Rubber 








nore & ROSENBERG SHOE CO. 
24 N. Srd St., Philadelphia 


ets 
ii ag 
aS. i si 

















121-181 West 19th Street 
New York City 


nee 
Puilman Sli; = 
RED BLAC: 


Swan Shoe Ce, yA ld Md. 























WHERE TO BUY 


Miscellaneous 





ATLANTIC PRINTING CO. 
SEAVER-HOWLAND PRESS 


Producers of Distinctive Shoe 
Catalogues and Shoe Booklets 


470 Atlantic Avenue Boston, Mass. 
Telephone LIBerty 8673 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 














Three “Shoeies”’ Resting—That’s All 


Letting the sea breeze cool their fevered brows as they pace the famous Board- 
walk -at Atlantic City, on Washington's Birthday, are, left to right, Harry 
Schwey, president of the Bond Shoe Company; Ben Danieis, vice-president of 


the A. S. 
Deauville Import Corporation. 


Beck Shoe Corporation, and Louis W. Gordon, president of the 
They are all out of step but Mr. Daniels 





Norman & Bennett Bought 
by Sportocasin Company 


YARMOUTH, ME.—Donald B. Abbott, 

president of The Sportocasin Company, 
announces the purchase by his com- 
any of Norman & Bennett, well- 
nown manufacturers of men’s and 
women’s high grade welt sport foot- 
wear, with a factory in Boston. This 
consolidation brings together one of 
the youngest and one of the oldest 
concerns in the sport footwear field. 

The Sportocasin line consists of gen- 
uine Moccasin golf shoes for men and 
women, to which line have been added 
shoes of the same type for children 
and, more recently, hiking, hunting 
and skiing boots, all of moccasin con- 
struction. The purchase of Norman . 
& Bennett now enables The Sportocasin 
Company to enter the welt field and 
round out its line. 

The Sportocasin Company began op- 
erations early in January, 1923, in a 
small plant in Auburn, Me. _ Six 
months later, seeking additional fac- 
tory space, the company located here 
in’a plant several times larger than 
that in Auburn. Plans of the com- 
pany are understood to call for a 
steady expansion in both fields—welt 
sport footwear and moccasin footwear 
for many sport and outdoor occasions. 





Hollis with Arnold 


Boston—L. W. Hollis, formerly with 
the E. W. Burt & Co.’s shoe store has 
recently been appointed manager of the 
two new Arnold Glove Grip Shoe 
Stores, located on the ground floor of 
the new Statler Hotel Building, Park 
Square. Miss Edith Crowell, formerly 
in charge of the hosiery department of 
the E. W. Burt & Co.’s store, and with 
a long experience prior to that in mer- 
chandising hosiery is the new hosiery 
department manager at the new Arnold 
Glove Grip Stores. 


New Shoe Stores 


Popular Store (A. J. Fine, Owner), 
71 Myer Street, Tucson, Arizona, 
“shoe department. 

La Rue’s Cash Store, Sixth “Avenue 
and Grainger Street, Knoxville, Tenn., 
shoe department. 

S. J. Connery (Wellworth Store), 46 
New Dwight Street, Springfield, Mass., 
shoe department. 

Arnold Glove Grip Shoe Store (L. W. 
Hollis, manager), ground floor, New 
Statler Hotel Building, Park Square, 
Boston (2 stores, men’s and women’s 
shoes.) 

Chandler’s (Edison Brothers of At- 
lanta, Propietors), Kansas City, Mo. 

The Harris-Goar Co., 1127 Walnut 
Street, Kansas City (will open here.) 
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Opens Utica Store 


CoLumsus, O.—(UTPS) — Charles 
Corwin, manager of the Columbus 
branch of the Nisley Shoe Co., was sent 
to Utica, N. Y., this week to supervise 
the opening of a new Nisley store in 
that city. The store is located at 210 
Genesee Street., which is in the heart 
of the down-town business section. 


C. D. Roach, who has been assistant . 


manager of the store at Buffalo has 
been manager of the new store. 

The Nisley Shoe Co. will open its 
thirty-first store at Charlotte, N. C., 
March 17, with F. B. Wiggs, formerly 
assistant manager at the Lexington, 
Ky., store as manager. The store room 
is located at 211 Tryor Street. 

Headquarters of the Nisley Shoe Co., 
are in Columbus with the G. Edwin 
Smith Shoe Co. 


St. Louis Factories Show 
Gains Over Last Year 


Str. Lovis—The report on general 
business conditions just issued by the 
8th Federal Reserve Bank District has 
the following to say regarding the shoe 
industry. 

“January sales of the 10 reporting 
interests were 5.2 per cent larger than 
for the same.month last year and 132.4 
per cent in excess of December, 1926, 
total. The gain in the month to month 
comparison is seasonal in character 
but considerably larger than the aver- 
age during the past five years. Stocks 
on Feb. 1 were 9.8 per cent larger than 
a month earlier, but 3.6 per cent below 
those of Feb. 1, 1926, urrent orders 
are reported satisfactory though style 
uncertainty and the lateness of Easter 
is holding down buying on certain lines. 
Orders for future delivery are the 
smallest at this particular season in 
recent years. Factory operation was 
curtailed somewhat, averaging only 
about 85 per cent of capacity against 
90 to 95 per cent during the preceding 
thirty days. Prices of finished goods 
showed no change worthy of note. The 
decline in hides was reflected in an 
easier trend on certain grades of 
leather.” 

Shipments for February as reported 
by a few of the general line houses 
were larger than the same month in 
1926. The gains reported were not 
large but with business conditions as 
they were during February it was 
stated that any increase was a good 
record. The specialty houses are able 
to show larger increases and their ship- 
ment showed nice gains. 


F. E. Drake Leaves Emerson 


BrocKTON.—F red E. Drake, who has 
been in general charge of manufactur- 
ing at the Emerson Shoe Co. of Rock- 
land the past year, has concluded his 
services there and has been succeeded 
by Frank E. Johnston of Brockton, for- 
merly of Poole & Johnston of this city, 
and more recently with the M. A. Pack- 
ard company as making room foreman. 
Mr. Drake will rest before taking an- 
other position. Fred Westman, for 
merly connected with Alden, Walker & 
Wilde Shoe Co. of East Weymouth, 
succeeds Mr. Johnston at the Packard 
factory. 





Patent Leather Leads in 
Style Footwear in Lynn 


Lynn — Production of shoes for 
Easter goes on with facility. Factories 
are handling orders swiftly. Popular 
grades are going through in ten days. 
It takes more time to make the finer 
types. 
Sandals lead in the new style de- 
velopment. Wide strap pumps have 
again appeared. Besides, there are 
variations on familiar pump models, 
both the strap and the trimmed models. 
Designers are working into a country 
club type of footwear, or dressy sport 
shoes or sporty dress shoes, whichever 
one is pleased to call them. 

‘Welted oxfords, or ties, are recom- 
mended for wear with town clothes, 
which is a fancy way of saying busi- 
ness dress. “Edges of these welts are 
stitched quite fine, and are trimmed 
close. Shanks are pulled in. Side walls 
are being opened up in many ways, and 
some of them to such an extreme that 
“abbreviated” box toes and counters 
are used. 

Fancy tongues are having quite a 
run. Among them are fanfare, rabbit 
ear, and peacock’s tail. Bows are up to 
airplane wing types, or extra large. 
Colonial tongue and buckle types may 
be added. Sandals carry heels up to 
18/8. Dress pumps have heels up to 
21/8. On the new wide strap pumps, 
heels are down to 13/8, and on some of 
the street and sport models heels are 
down lower yet. 

Patent leads in style strength among 
the leathers, for it is in shoes for 
Easter, and for late spring and sum- 
mer. Black satin is following. It 
always comes after patent. New sam- 
ples show reds, blues, greens and other 
bright finishes, in smooth and em- 
bossed grains, including the reptiles. 
Makers are trying to offset blacks, lest 
too many of them get into the markets. 
Besides, there are the familiar colors 
of the chart. Indefinite checks, called 
gingham, percale, calico, diced and 
other names are much in favor for 
trims. So are strips of a number 
of sorts. Mesh is in the same class. 
Shoemakers go to nearby tanneries and 
come back in a couple of hours with a 
new finish on leather. 


Manufacturers Appoint 
Nominating Committee 

St. Louvis—At the regular meeting 
of the St. Louis Shoe Manufacturers 
Association, Friday, Feb. 25 the fol- 
lowing nominating committee was ap- 
pointed: 

Paul Jamison, J. T. Pedigo, W. E. 
Tarlton, Chester Moore and Howard V. 
Stephens. Jamison was named chair- 
man. They will make their report at 
the March meeting when the elections 
will be held. 


Phil Green a Daddy 


CINCINNATI — Phil Green of the 
Charles Meis Shoe Company is in town 
receiving congratulations from his 
many friends on the birth of a ten- 
pound girl. 


WHERE TO BUY 


Shoe Ornaments 





ZER BROTAE 


Newest Importations 
Cut Steel and Rhinestone 
SHOE ORN, ] 
Studded Heels 
6°8W.32ndSt.New 


WHERE TO BUY 
Ballet Slippers 











BALLET SLIPPERS—IN STOCK 
ef the unusual kind , 
Bi02 Bik. Glazed Kid, Soft Tes 
Se fh titi 
se i. 
Ales Hard Toss ; 
SCHWARTZ &2 HERDER, Inc. 











attended te. 
Ros NBERG SHOE co. 
. Srd St., Philadelphia 


A 








Im Stock Black Bal- 
let Slippers 


Ladies’ fr 
Onilds’ $1. 


BLOG SHOP CO., INO. 
147 Duane St., 


New York, N. ¥. 








LYONS AND COMPANY 
Haod Tero BALLETS 


Wo's. Miss’. Ohd's 
$1.50 $1.46 $1.40 
Also Hard Toes 

IN STOCK 

Bend for Samples 
128 Duane St. 
New York, N. Y¥. 
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WHERE TO BUY 


Women’s Novelties 


eel 


Spring Styles in 
Stock to sell for $3, 
$4 and $5. Samples 
sent at our expense. 
Write now. 

Samuel Cehen Shee Os. 

72-62 Lincoln St. 
Sesten, Mass. 





Latest Styles at 
Popular Prices 
in Stock. ~ 
ST.~NEW YORK CITY, 














Eastern Factories Busy; 
Much Pattern Diversity 


Boston—The shoe factories in this 
section, men’s women’s and children’s, 
are rushing on Easter orders, with 
many manufacturers refusing to take 
any more business for April 1 delivery. 
Shoe wholesalers have begun to note 
a distinct stimulation to their trade, 
with late and repeat buyers demandin 
immediate delivery on light shades an 
blacks in women’s shoes; in the blacks 
ordered, those with light trims take 
precedence over plain blacks. 

In men’s lines, black shoes are sell- 
ing in larger proportion than was an- 
ticipated, but it is the opinion of those 
interviewed that the demand for men’s 
tans will start just as soon as Spring 
weather comes. 

In children’s shoes, the light colors, 
in patterns closely resembling those of 
the grown-ups, are moving well. 

Sample rooms are fairly teeming with 
attractive numbers in women’s shoes. 
The water lily and parchment shades 
are shown prominently, with light grays 
a close second. 

Straps continue to lead in the show- 
ings. Sometimes a very narrow strap 
is used, with button fastening; often 
the fastening is effected with tiny 
buckle, closing at the instep. Open 
shank sandals appear in new array, 
with slit vamps, and quarters, with or- 
nate trims, and with heels as high as 
22/8. Ties continue prominent, with 
pumps, both in plain patterns, and with 
a touch of color, or with a bow or 
buckle, running as equally popular can- 
didates. 


Andy Lechner Ill 


| New York—Andy Lechner, who rep- 
resents the Best-Ever Slipper Co., Inc., 
of Brooklyn in the New England 
States, is suffering from an attack of 
pleurisy. This will probably keep him 
off the road for another ten days or 
two weeks. 





What Cost Business 


[CONCLUDED FROM PAGE 29] 


rent; while Federal and State in- 
come taxes are properly classified 
under “Financial Expense.” Your 
insurance account should embrace all 
kinds of insurance except insurance 
on buildings, which should be con- 
sidered as part of rent. Taxes and 
insurance are herewith consolidated. 


Sales: 
Less than $30,000 
$30,000 to $49,000 
$50,000 to $99,000 
$100,000 to $249,000 
$250,000 and over 


Interest 


In computing the amount of In- 
terest expense of a business the ac- 
count should include not only in- 
terest on borrowed money but also 
on owned capital (except that rep- 
resented by land and buildings). 
The amount of interest that the in- 
vestment in land and _ buildings 
would earn is included as part of 
rental charges. 


Sales: 
Less than $30,000 
$30,000 to $49,000 
$50,000 to $99,000 
$100,000 to $249,000 
$250,000 and over 


Office Supplies 


It is generally impracticable to at- 
tempt to subject “Office Supplies” to 
a detailed departmental distribution 
in a small retail shoe store, although 
it is so handled in department 
stores. Twine, wrapping material, 
paper, postage stamps and many 
other things collectively form a sig- 
nificant part of your operating costs. 
Your main problem is to keep these 
as low as possible. Keep your eye 
open for leaks and waste of every 
description. Impress your em- 
ployees that supplies are every bit as 
important as the cash in the regis- 
ter and should be handled with just 
as much care. 


Sales: 
Less than $30,000 
$30,000 to $49,000 
$50,000 to $99,000 
$100,000 to $249,000 
$250,000 and over 


Heat, Light and Power 


Many retailers think electric light 
buttons work one way only. But 
when they see their bills for light 


and power they think they are buy- 
ing stock in the electric light com- 
pany. Heat, light and power are 
generally carried in one account on 
the books. The distribution of this 
expense depends entirely upon the 
size of the store under considera- 
tion. 


Sales: 
Less than $30,000 
$30,000 to $49,000. 
$50,000 to $99,000 
$100,000 to $249,000 
$250,000 and over 


Unclassified Expense 


“Miscellaneous!” If you make a 
budget of your son’s expenses at col- 
lege, you find at the end of the year 
he consumed much more “miscel- 
laneous” than you allowed for. Your 
wife’s household accounts are lop- 
sided with it; your business is ap- 
parently run just to buy “miscel- 
laneous.” The Miscellaneous account 
has long served as the general hop- 
per for all expenses that could not 
be distributed, as well as for many 
that could be classified. It will al- 
ways serve that purpose, but the 
shoe retailer should not overstep the 
bounds of common sense. 

One good rule to follow is to de- 
termine whether an expense falls 
under any of the common elassifica- 
tions, as soon as the expenditure is 
made. If this is not possible, charge 
it to “miscellaneous.” 


Sales: 
Less than $30,000 
$30,000 to $49,000 
$50,000 to $99,000 
$100,000 to $249,000 
$250,000 and over 


American Stains for Japan 
BRoCKTON—The Brockton Stain 


€o., which boasts of having cus- 
tomers in every country making 
shoes in Europe, further extends its 
trade by an application by a shoe 
findings concern in Japan to handle 
its product in that country, and ar- 
rangements now are being made to 
open accounts in the Orient. The 
firm now ships its products to En- 
gland, Sweden, Norway, Turkey, 
France, Germany, India, Philippine 
Islands, Italy and Mexico. 
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Here Are Styles To Place Your Money On! 





Sunny Sandal 
















0.8 Parchment Kid, Shark Trim 
0.6 All Black Patent 
% ines Be 
5 20/8 Sq. Spike & 14/8 Sq. Cub. 
).7 $4.60 
If you are groping in the fog of uncer- 

a tainty, let me give you a hand. No PO e eh a? 
- yg eg ig style situation feazes me, for I’ve Beart & Ene & Wie oie 
a]- 20/8 ‘Sa. Spike de 4/8 Be. Oud. been observing — studying — selecting 20/8 Sq. Spike 
ur pris profitable styles for twenty years. $4.60 
4 Here are the forerunners of Spring I’ve 
- laced my money on. Trimmed patents 
1 placed my money P 
nt and satins and colors, too. Round toes 
p- —short vamps—pumps—straps—each 
ot detail timed to the minute. 
ly 
q Full stocks of each style now—ready for 
] y 
e quick delivery. Send for our new “File 






of Style” illustrating 15 smartest styles 
which are carried In Stock. 

Yours for Real Business, 
Geo. M. Rosen, Gen’! Mgr. 











we | B 








Dorothy 
All Black Satin 
All Black Patent 
20/8 Sq. Spike 
A-B-C 


Billie 


Black Patent, with Black & 
White, Cutouts on ae 
Opalescent Patent, with myx, 
as above 











$4.00 






MERCHANTS SHOE COMPANY 








Boston, Mass. 





57 Lincoln Street 
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DEAUVILLE SANDALS 


MEAN THE PRODUCT OF GOLO SLIPPER CO. 


The name “Deauville Sandals” has been registered in the U. S. Pat. 
Office and it is our intention to protect the rights of our customers and 
ourselves in the use of this trademark. 


4 REG.U.S. PAT, OFF. 


are an exclusive product and were developed to their present high 
quality by the Golo Slipper Company through years of specialization. 
We urgently advise all retailers to offer only the original Deauville 
Sandals for the satisfaction of their customers. 


GOLO SLIPPER COMPANY 


Main Office Branch Sales Office 
129 DUANE STREET, NEW YORK 1634 REPUBLIC BLDG., CHICAGO, ILL. 











“Over Fifty Years of Service” 


That Life-Boat Called ans a. 
INSURANCE Somme Se rota eats Se. 


comfortable. In black or colored 


Your Insurance is a life-boat to bring you safely kid, in stock for immediate de- 

back to port when fire devours your business — Saal B - ae 
° . s. o 

ship. When your ship goes down, you want to joa uiacoamaa ao 

be sure that the life-boat will float—that it will 

not sink when called upon for emergency service. A. W. GREELEY 


a 


Manujacturer 
Quality Insurance at a Haverhill Sti 
Saving of 30% in Cost 
Central policies offer quality insurance. They provide | 
expert prevention service before and prompt payment 1 @l@) KS Al LETS 
of losses after a fire: Premiums are based on normal 


rates but the actual cost is reduced by 30% through 
dividends returned to the policyholders. 


If you buy insurance carefully, you'll be in- | | NO. 600 BLACK KID 


terested in both the quality and the cost of MADE ON RIGHT AND LEFT LASTS 
Central policies. 
Woman’s 214 to 8 $1.45 
Misses’ 1114 to 2 1.40 
Che Central Manufacturers dances” like 
Insurance Company WHITE KID 30c EXTRA 


of Van Wert, Ohio. IN STOCK 
, Write for complete catalog 
a C) * 0) fi: 
Fire and Automobile Insurance for Select Risks en. Bek eh ke tei we Cem ee : | 
> No.6: Street Philadelphia, Pa. 
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EASTER IS BUT FIVE WEEKS AWAY 


THIS 3WS LENOX SHOE IN ITS VARIED COMBINATIONS 
IS ONLY ONE OF THE MANY STYLES 


IN STOCK NOW 








SEND FOR DETAILED 
STYLE FOLDER 


Rose Blush Vamp and Quarter, 
Paisley Strap and Cut Out 

4598 8% to 11 

5598 11% to 

6598 2% to 


SAMPLES SENT AT OUR 
EXPENSE 


Black Patent Colt, Paisley Strap and 
Cut Out. 

4597 8% to ll 

fe a eS rree 


No. 5581 


Cherry Patent Vamp and Quarter, 


Paisley Strap and Cut Out. 4581 8% to ll 


1 
4599 8% to 11 5581 11% to 


5599 11% to 
6599 (Broad Toe) 2% to 6... 


Patent Colt Throughout 


6581 Broad Toe, 2% to 6... 
8581 Medium Toe, Covered 
Heel, 24% to 7 : 2400 6.... 


Cherry Patent Vamp, Alligator 
Quarter Strap and Cut Out. 

4589 8% to 11 

5589 11% to 2 

8589 (Covered Heel) 


WEIMER WRIGHT & WATKIN CO. 


39 S. Second St. 


Philadelphia, Pa. 


FACTORY—ANNVILLE, PA. 


Sole Distributors for New York and Vicinity 
Merritt, Elliott & Co., 132 Duane St., New York. 

















IMPORTED—ENGLISH 
Riding Boots 
IN STOCK 


Perfect fit and perfect shape 
are the characteristic fes- 
tures of these British boots. 
The long time English pro- 
cess tanned leather used in 
these boots assures durabil- 
ity and comfort. And they 
are put together by real 
bootmakers who have de- 
voted a life time to this 
work, 


MEN’S 


16.50 PAIR 
Sizes 5% to 11 
Widths B to E 


WOMEN’S 
14.50 PAIR 
Sizes 3 to 8 
Widths A to D 
We carry all riding accessories, boot trees, boot hooks, 


boot jacks, non-rust spurs and chains, riding crops. 
Also—leather puttees in large variety. 


COLT CROMWELL CO., Inc. 
596 BROADWAY NEW YORK, N. Y. 

















Experienced Salesmen Wanted 
by a Well Known Manufacturer 
of High Grade Shoes 


Old established manufacturer of high grade 
shoes, including a modish arch support line 
with an exclusive patented feature, has an 
opening for a salesman to cover California 
and for salesmen in two other lucrative ter- 
ritories. Only high-calibre, reputable men 
who can show by past experience they can 
produce sales can qualify for the desirable 
territories now open. National advertising, 
established business and live leads. Perma- 
nent connection for men who will work and 
co-operate with the factory to sell the line 
and build up steady repeat business. Straight 
salary or salary and commission. State your 
experience and qualifications in first letter. 
Appointment will be arranged. Our own 
salesmen have been advised of this adver- 
tisement. 


Address reply to C692 


c/o Boot & Shoe Recorder, Western Office, 
189 West Madison Street, CHICAGO, ILLINOIS 
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Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 


Otherwise insertion will be put over to the following week’s issue. 


POSITIONS WANTED 


4c per word. Minimum Charge 75c. 


LINES WANTED 


4c per word. Minimum Charge 75c. 


ALL OTHERS 


7c per word. Minimum Charge $1.25 


ALL DISPLAY SPACE 


Five dollars per inch. Allow 45 words to an inch 





When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 




















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 











TEN MEN’S SHOE SALESMEN 


One of the largest men’s shoe 
manufacturers of undisputed lead- 
ership in staple men’s shoes has 
added a line of Young Men’s Qual- 
ity novelty oxfords. Ten dollar 
shoes to retail at Seven Fifty. 
We will consider only road sales- 
men with yearly es of men’s 
shoes approximating $100,000. We 
want e@ best character shoe 
a in on a States, one 
ave ng roperly compensa 
such men. We make the flat 
statement that our sales oe 
will be the sensation of 1927. 
Address C-611, care Boot & Shoe 
— 207 South Street, Boston, 
ass. 


SELL BUTTERFLY 
HOSE SAVERS 


It doesn’t take a ‘“‘High. Pressure’ salesman 
terfly Hose Sa’ 


venting slipping and tearing at the heel. 
We have several choice territories open at 
the present time incl New York, New 
Jersey, Massachusetts, and several 
eastern States. 

Write Immediately 


BUTTERFLY PRODUCTS COMPANY 
maha, N 


1310 Harney Street 0 eb. 

















Splendid Opportunity 
for Competent Retail Shoeman 
to Own His Own Business 


Men’s Shoe Department in big high- 
grade men’s store in large city near New 
York open for live, progressive shoeman 
with at least $5,000 capital. Agency 
for nationally advertised line of shoes 
also available. 

Give full particulars. Address C- 
706, care Boot and Shoe Re- 
geeSer. 207 South Street, Boston, 

ass. 








WANTED 


Experienced salesmen to sell on com- 
mission line of Women’s Arch Support 
Footwear carried in stock. Territory 
open Illinois, Indiana, Southern Iowa. 


Till Shoe Co., Owego, N. Y. 


SALESMEN wanted for Arizona, New Mex- 
ico, Colorado, California, Tennessee, Ken- 
tucky, Wisconsin, i , Oregon, Iowa, 
North and South Dakota, to sell the test 
novelty line of children’s shoes in stitchdowns 
and turns, all at popular prices. Seven per 
cent commission. Sizes from first steps to 
Misses 1134/2’s inclusive. Unexperienced men 
need not apply. FLEXIBLE SHOE COM- 
PANY, Rochester, N. Y. 





EXPERIENCED SALESMAN WANTED— 
A real producer with an established trade 
can make connections with a —— European 
shoe manufacturer manufacturing high grade 
and medium men’s and women’s welt or Ago 
shoes. Address C-682, care Boot and Shoe Re- 
corder Publishing Company, 207° South St., 
Boston, Mass. 











MICH., ILL., 


Ass le “9 

WYO0., COLO., 
if., Ore., Wash. 

repeating side line infants’ 

28 numbers—all in stock—no 

unpacking—instant display on opening case. 

ee 7% commission. References first 


ter. 
'SCHUYLKILL SHOE Co. 
Orwigsburg, Pa. 











Salesman for Western Pennsyl- - 


vania and New York territory. 
Commission basis. Line of Ohildren’s and 
Misses’ up-to-date line of Turns. Give 
references with reply. Address C-672, 
eare Boot and Shoe Recorder 
Publishing Co., 207 South St., 
Boston, Mass. : 








SALESMEN WANTED to sell side line all 
leather first shoes 1/5 and stitchdowns 
2/11; all in ; novelty, iced 
es shoes; 7% commission. 

OMPANY, St A - 





SIDE line, one grip, snappy men’s welt shoes, 
In-Stock. Michigan exclusive of Detroit, 
northern Ohio, Indiana, and other Middle 
Western territory open. BRANDAU SHOE 
CO., Detroit, Mich. 





. 


WANTED—Salesmen to carry well known 
line of men’s cushion sole shoes, all in 
stock, eighteen shoes. Side line. Liberal com- 
mission. Address C-704, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





te | + 


SALESMEN WANTED to carry as side line 
ladies’ fancy McKays, direct from factory 
to make up; also livest numbers always in 
stock. A real live one for Minneapolis, Minn. 
and Dakotas, one for Iowa, Kansas, and Ne- 
braska. Quick response. Address C-700, care 
Boot and Shoe Recorder, 189 W. Madison St., 
Chicago, Ill. - 





S ALESMEN WANTED to carry strong side 
line of children’s shoes for Maine, New 
Hampshire and Vermont. Address C-701, care 
Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 





WANTED Salesman covering Western and 
Southern territory on women’s Hygrade 
Novelty $5.00 retail shoes. Address C-7(2, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





SALESMAN WANTED—Experienced _ sales- 
man to cover territory west of Denver, to 
carry side line of well known boudoir footwear. 
Commission basis. Must be thoroughly ac- 
quainted with trade. Only fmen of good char- 
acter, habits, and appealing personality need 
apply. References required. . Address C-7)3, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 








POSITION WANTED 





POSITION WANTED—Man with twelve 
years’ retail shoe experience desires posi- 
fion as manager of shoe department or shoe 
store. A-1 window trimmer and salesman. 
Fine appearance and personality. Will go 
within five hundred miles from Boston. Ad- 
dress C-695, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





POSITION as buyer or manager. Fifteen 
years’ shoe experience. Best references. 
Metropolitan district only considered. Guar- 
antee to increase your sales. Address C-696, 
care Boot and Shoe Recorder, 239 W. 39th St., 
New York, 





SALESMAN and style man open for position 
of this kind with manufacturer making 
ladies’ medium or high grade shoes. Now em- 
eon in this capacity on salary by _ well 
own factory of highest uutation. Desire 
increase income by spesstaney to sell more 
shoes. Address C-697, care Boot and Sho 
Recorder, 207 South St., Boston, Mass. 


* 





AN unusual opportunity is offered to r n 
salesmen, who are in close touch with their 
trade in their respective territories, to repre- 
sent one of the finest and most complete lines 
of men’s, women’s, children’s up- te house 
slippers. Brooklyn turns, Satin and Kid 
Mules and D’Orsays. Medium priced line, 
shipped from stock. Ont men of proven abil- 
ity and good records will be considered. No 
obiections to a non-conflicting side line. Write 
full particulars and references in first letter. 
Address C-705. care Boot and Shoe Recorder, 
239 W. 39th St., New York. 


* gill new fixtures 








FOR LEASE 





rtment to lease in North Carolina 
town of forty thousand population. 100‘ 
location, new building and fully equipped with 
to do business. Mediun 
and better shoes only. Address C-694, care 
Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 
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LINE WANTED 


LINE WANTED—In stock women’s snappy 
novelty McKays to retail four, five and six 
dollars by man thoroughly acquainted with the 
best trade in Mississippi and Louisiana. Best 
references furnished. Address L. F., 5668 
Woodlawn Place, New Orleans, Louisiana. 








WANTED by man under forty, line of shoes 
for territory in New York State, including 
central part. Have had twenty-two years’ ex- 
perience, sixteen on the road. Address C-690, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





LINE WANTED—Popular Fie line of 
ladies’ novelty shoes. Stock. Sell to the 
trade, $2.25 to $3.50. Have over five hundred 
accounts in Arkansas and Texas. Address 
C-698, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





LINE WANTED—Popular apg line of 
women’s snappy novelty shoes for south 
Texas. Know the trade and covér territory 
closely in automobile. Address H. N. MEL- 
MAN, McAllen, Tex. 


WANTED TO PURCHASE 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. Corres- 
pondence confidential. Established 1890. 


MAX GLAUBERG 
436 Grand Street, New York City 
We also purchase clothing, hats, furetebieg 
goods, etc. Dry Dock 035 














CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Pronfpt attention given. 


KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N. Y. 


STORE SUPPLIES 











Phone Spring 1443 





WANTED women’s nis style novelty line of 
Eastern turns or McKays to retail from 
$6.00 to $7.50 for Southern territory. Have 
traveled same for years and know most of the 
trade. Will carry with high grade line now 
selling or separate. Can furnish best of refer- 
ences as to ability and character. Address 
C-699, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








BUSINESS OPPORTUNITY 





Sell Us Your Left Over 
New Yor Export Purcnasine Cosap. 
596 Broadway, N: Y. City 


Or Entire Stock for Cash 














OPPORTUNITY 
FOR SHOE MEN 


A Brooklyn shoe manufacturer, estab- 
lished 52 years, making one of the best 
advertised lines of women’s high grade 
orthopedic ang semi dress shoes, with 
a complete stock service is now prepared 
to take care of additional business. 


Realizing that there is an ever in- 

nd for special feature 
shoes, we are going to open agencies 
either by connecting with established 
deaiers or starting exclusive stores by 
backing energetic thorough shoe men 
who have some capital and can visualize 
the unlimited possibilities of specializing 
in shoes combining proven orthopedic fea- 
tures with smartest style. 


This proposition is open only to those 
who will bear close investigafion. Please 
give in your first letter all details as to 
responsibility, amount of available capi- 
tal, rience, references, etc. Ad- 
dress C-707, care Boot and Shoe 
Recorder, 239 W. 39th Street, 

















FOR SALE 


FOR SALE—Old established shoe store in 
Michigan town of 20,000. Will sacrifice; 
doing $50,000 annually. Address C-685, care 
Boot and Shoe Recorder, 207 South St., Boston, 
Mass. 








OR SALE to settle an estate. Exclusive shoe 

store, Hillsboro, Ohio. Splendid going busi- 
ness. AROLD A. PREDMORE, Attorney, 
Hillsboro, Ohio. 





THE “Big Four Shoe Store” in Tulsa, Okla., 
for sale. Located on Main St. Five year 
lease, very cheap rent. One of the best lo- 
cated, medium priced shoe store locations in 
the best city in Oklahoma. Will reduce stock 
to $5,000. ire or write at once to “The Big 
Four Shoe Store,” 113 So. Main, Tulsa, Okla. 





O LD established shoe business for sale. Prom- 
inent location, Pa‘ N. ill sacri- 


terson, N. J. Wi 
fice owing to ill health. Address ae care 


Boot and Shoe Recorder, 239 W. h St., 
New York. 








MERCHANT NEEDS 


























oriy-Cup’ 


price tickets 
TILTS AT ANY ANGLE 


Small, Neat, Everlasting with many 
advantages over common pin. Slips on 
and off shoe easily. Now used by — 
= shoe stores. Half gross $2.75. 

ross $5.00. Check with trial order. 
Refund if unsatisfactory. 


M. D. POLLINGER CO. 
416 Victoria Bidg. St. Louis, Mo. 











_ Milbradt 
| Ladders 


made for 40 years! 
by the origina] in- 
ventors. 

Made in all styles 
to suit any shelving 
condition. 

Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 














Naty, 
7 LABELS 


i sie DISTINCTIVE and 
PERMANENT MARK 


E.H.KLUGE 
WEAVING CO. 


~ IW 34 NYC 


ne WISCONSIN &130 







: , WINROW 
DISPLAY FIXTURES 


made buy 
SEGALLE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 


































































Patent with Pastel Border 
Tan Border 


oe Doz. Pr., $6.00 


LINCOLN STORE 
SUPPLIES COMPANY 
1508 Washington Ave., 
ST. LOUIS, MO. 
Novelty Findings ~* 
Shoe Store Supplies 


g demand for these 
beautiful Leather Bows. Easily 








EMPLOYMENT SERVICE 











A thoroughly organized service, highly 
iali office, blished to assist the 
employer te find the trained office, sales or 
factory executive. Also to help qualified 
men and women locate the particular posi- 
tion they desire. 
Confidential service to employers without charge! 





PETERS EMPLOYMENT SERVICE : 


31 State St., Boston, Mass. 
Congress 2870 














GLASS EYES 











GLASS EYES 


For Bunny - Kitten, 
Children Slippers and 
other decorative pur- 
poses. 
G.°SCHOEPFER 
16-18 W. 36th St. 
NEW YORK 




















ESTABLISHED 


LABELS 


and 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


263- a LEXINGTON AVE , BRODKLYN, NY 


AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 





Information for 
Shoe Merchants 


The advertising pages of the 
Boot Shoe Recorder consti- 
inexhaustible 


source of information as to. where 


tute an almost 


atid what to buy. They are 
worthy:.of your closest attention. 
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The Belvedere Hotel 


48th Street, West of Broadway, New York City 
Times Square’s Finest Hotel 
Within convenient walking distance to important 
business centers and theatres. Ideal transit facilities. 


450 Rooms—450 Baths 


Every Room an Outside Room—With Two Large Windows 





Large Single Rooms, size 11’ 6” x 20’ with bath, $4.00 per day 
For Two, $5.00 
Large Double Rooms, Twin Beds, Bath, $6.00 per day 
Spectal Weekly Rates 
Furnished or Unfurnished Suites with serving pantries, $95 to $150 


Twin Beds, $6.00 


per Month 


Moderately Priced Restaurant Featuring a Peerless Cuisine 
Illustrated booklet free on request 
CURTIS A. HALE, Managing Director 


Southeasterners Buy Sandals 


[CONCLUDED FROM PAGE 42] 


Charles Brady, of the George Muse 
Co., of Atlanta, who startled the 
audience by his declaration that the 
men’s shoe business is showing real 
activity. Mr. Brady predicted that 
light colors and alligators will be 
very popular for summer. The rea- 
son that he is selling so many shoes 
is that he is going after the young 
men’s’ trade--with - exactly -the- same 
tactics that have caused the young 
women to buy shoes every 60 days. 
One other point he stressed was, “If 
you don’t sell a man three pairs of 
shoes at one time, you have lost out 
on your pairage.. Another thing: I 
think the merchants kill about 80 
per cent of their best sellers by not 
advertising them strong and long 
enough.” 

From Mr. Cowen, of Cowen & 
Nankin, Miami, came certain con- 
crete examples of how he is in- 
creasing double sales by showing 
men fast patterns. The idea that a 
man comes into the store for the 
purpose of buying just one pair of 
shoes is all wrong. He can be sold 
two or three pairs if he is shown 
shoes different from the ordinary. 

The convention pledged its sup- 
port to the movement sponsored by 
the National Boot and Shoe Manu- 
facturers’ Association for getting 
more men’s shoes sold. 

At the opening of the style show, 
given in the beautiful new City 
Auditorium Tuesday evening under 
the auspices of the Macon Council, 
Parent-Teachers’ Association, Presi- 
dent George Bussey was called to the 
platform and presented with a costly 
silver tea service, in appreciation of 
his efforts in making the convention 
a success. The show was labeled 
“Spring Fashion Revue,” and the 


whole city was invited. The gowns 
and hats were furnished by local 
merchants. 

McCallum hosiery was worn by the 
thirty beautiful local models. It 
was, without exception, the finest 
style show that has been presented 
to any convention. It was a signifi- 
cant fact that of the shoes shown 
on the runway, 75 per cent were 
colored kid sandals and strap models. 








STORE SUPPLIES 
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Do You Need New Fitting Stools? 


This one, and the other one we make, are 
without parallel for strength, comfort and 
convenience. 


Stools Are Priced from $4.00 Up. 


2 


Manufacturers for 47 Years 
Of interest to the Window Dresser 
ASK FOR DESIGN BOOK A-11 


We manufacture 
Show Window 
Display Fixtures, 
Shoe Fitting 
Mirrors, Folding 
Shoe Chairs, etc. 
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REP 





Patent Leather Renewer 




















In response to an ever increasing demand we are now offering a con- 
venient two ounce bottle of Repco Patent Leather Renewer for home use. 


Repco Patent Leather Renewer is used for repairing, refreshing and 
refinishing patent and enamel leathers, black celluloid covered wood 
heels, rubbers, etc. It is easy to apply and gives a bright, jet black finish. 


Packed with a brush in individual cartons, one dozen to a container. 


Recommend this renewer to your customers. 


For Sale by Shoe Findings Dealers 


United Shoe Machinery Corporation, Boston, Mass. 
. San Francisco Branch: 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 


























70 


BOOT AND SHOE RECORDER 


The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THe Boot anp SHoe Recover 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and 
leather, their production and distribution. 


In this Issue— 


THE PusBLic HAS PROFITED MOsT... 


Wuat Cost BUSINESS? .. 
Statistical Analysis With Charts. 


THE VOICE OF THE RECORDER 


THE BETWEEN-SEASON FAVORITE. . 
Pumps Become Standard and 
Serve as Seasonal Punctuation. 


THREE WAYS TO A PROFIT 
Don’t Walt, Get Busy.. 


O. P. I. (OTHER PEOPLE’S IDEAS).. 
Stunts and Ideas. 


Wuat Is SELLING AT RETAIL 
Styles That Are Moving Every- 
where. 


FIVE TANS AND ONE GRAY FOR FALL 
SHOE STYLES BY TELEPHONE 
MAcoN CONVENTION 

WHo’s WHO ON THE ROAD 

SHOE MERCHANTS NEWS 

SHOE MARKET NEWS 

OTHER REGULAR FEATURES 


By W. W. Willson 
By Frederick E. Norton 


Opinions of the Editor 
Plain Pumps 


Merchants’ Views 
Merchandising Ideas 
By Harry R. Terhune 


By Recorder Correspondents... 


The Fall, 1927, Shoe Color 
More Speed in Style 


News of the Travelers 
Among the Retailers 
What Manufacturers Are Doing 53 





GETTING MORE 
SHOES SOLD RIGHT 





THE BOOT AND SHOE RECORDER PUBLISHING Co. 
207, SouTH STREET, BOSTON, MASs. 
EVERIT B. TERHUNE, President 


WILLIAM M. LEBRECHT 
Treasurer 
H. WALTER SCOTT 
Vice-President 


GEORGE W. R. HILL 
Vice-President 
B. C. BOWEN 
Vice-President 


ARTHUR D. ANDERSON 


Secretary 


Directors of the corporation, in addition to 
the above-named officers, are as follows: 


A. C. PEARSON 
Owen A. THOMAS 


CHARLES H. FURBER 


Hucu M. Bowm=n 
R. D. NorTHROP 








SUBSCRIPTION RATES 
The subscription price of the Boor anp SHor Recorper is $3.00 for one year in advance, which 


includes postage in the United States, 
and South 


its possessions, Canada, Mexico, Spain and its colonies 


America (excepting Venezuela and the Guianas which is $6.00) 


FOREIGN SUBSCRIPTION—The price to all foreign countries except the above is $6.00 per 
year including postage. 
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A buying guide to 


Bancroft-Walker Co., Boston 
Sr Slipper Co., Inc., Brooklyn, 


Blog Shoe Co., New York City 
Brockton Co-operative Boot and Shoe Co. 


Brooks Shoe Mfg. Co., Philadelphia, Pa... 


Certified Shoe Corp., Rockford, Il 
Clapp, | Edwin, & Sons, Inc., E. Weymouth, 


Clinton Shoe Mfg. Co., Clinton, Iowa 
Cohen, Samuel, Shoe Co., Boston 
Colt Cromwell Co., New York City 


Commonwealth Shoe & Leather Co., Whit- 
man, M 


Douglas, W. L., Shoe Co., Brockton, Mass. 
Duane Shoe Co., New York City 

Edwards, J., & Co., Philadelphia... .4th Cover 
Elam, F. 8., Shoe Co., Rochester, N. Y... 59 


Endicott-Johnson Corp., Endicott, N. Y. 
19-20-21-22 


Excelsior Shoe Co., Portsmouth, Ohio.... 46 


+ sie Shoe Co., Inc., Chicago, 


Golo Slipper Co., New York City 

Goodrich, B. F., Rubber Co., Akron, Ohio 6 
Greeley, A. W., & Co., Haverhill, Mass... 
Ground Gripper Shoe Co., Boston 


Hamilton Brown Shoe Co., St. Louis, Mo. .55-56 


Huntington Shoe & Leather Co., Hunting- 
ton, Ind 


ew Komfort Shoe Mfg. Co., Milwaukee, 


Lape & Adler Co., Columbus, Ohio 
Lilly, Henry, New York City........ Seoe 
Lyons & Company, New York City 


Menihan Co., The, Rochester, N. Y 
Merchants Shoe Co., Boston 

Metropolitan Slipper Co., New York City.. 61 
os 0 ae & Sons, Inc., Long Island City, 


Nettleton, A. E., Co., Syracuse, N. Y.... 
Novelty Slipper Co., New York City 
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Packard, M. A., Co., Brockton, Mass..... 


Paristyle Footwear Mfg. Co., Inc., Brook- 
lying Whe Since caWpctbevoccesegvcccoces 


Picanto. E. B., & Sons Co., Dubuque, 
3rd Co 


eee eee Cee ee eee eee eee 


Reynolds, Bion F., Brockton, Mass....... 
Richards & Brennan Co., Randolph, Mass. 


Our Advertisers in this Issue 


ver 


Koth & Rosenberg Shee Co., Philadelphia, 
Pa. 60-61 


Smith, Wm. Sumner, Chicago, Ill........ 
Stacy-Adams Co., Brockton, Mass........ 


— Shoe Co., Inc., South pedeeuseisc 
Mass. 


eee eee ee eee Pee eee eee eee, 


Thomson Crooker Shoe Co., Boston...... 


— Footwear Corp., Jefferson City, 


eee eee eee ee eee reese eeeeeeeeeees 


United States Rubber Co., New York City 


Weimer, Wright & Watkin Co., Phila., Pa. 


‘LEATHER AND OTHER MATERIALS 
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Front Cover 


Amalgamated Leather Co., Arwesicmenar ™ P 
Pa. 












Armstrong Cork Co., Lancaster, Pa...... 14 
Barrett & Co., Newark, N. J........-+++- 4 
Beggs & Cobb Co., Boston............-+++ 59 
Creese & Cook Co., Boston.......... ‘ Rckes 59 
Evans, John R., Co., Camden, N. J...... 10-11 
Levor, G., & Co., Gloversville, N. Y...... 2-3 
New Castle Leather Co., New York City.. 5 


Roping, Fred, Leather Co., Fond du Lac, * 
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Seton Leather Co., Newark, N. J........ 
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FINDINGS AND SHOE STORE SUPPLIES N € Xx t We e k 


American Seating Co., Chicago, Ill...... 50 you will fi nd 


Goodwin, C. L., & Co., Inc., Worcester, 


SS - an toncsbhvihbebsescbadocgevccdte . 
K in the 
Lincoln Store Supplies Co., St. Louis, Mo. 68 
Boot and Shoe 
Mazer Brothers, New York City......... 61 
Milbradt Mfg. Co., St. Louis, Mo........ 68 Recorder 


Myers, F. E., Bros. Co., The, Ashland, 





















Onken, Oscar, Co., Cincinnati, Ohio...... 68 










Pollinger, M. D., Co., St. Louis, Mo...... 













Schoepfer, G., New York City............ 


Segall & Co., Philadelphia, Pa.......... 67 


Vanity Novelty Works, Brooklyn, N. Y... 54 









HE spring sun is shining in 
many parts of the country. Soon 





MACHINERY, LASTS, MFRS.’ SUPPLIES, 






DRESSINGS, ETC. it will be shining all over, bringing 
thoughts of jonquils, daffodils and 
Beckwith Box Toe Co., Boston...... 2nd Cover spring windows. How to make them 





better is a problem we believe we 
have solved. Look for some radi- 
cally new ideas—eminently practi- 
cal—in the issue of March 19. 





United Shoe Machinery Corp., Boston .24, 69, 72 

















S it time for a new window 
MISCELLANEOUS \ 
} crusade to get the public eye? 
Atlantic Printing Co., Boston............ 60 We think so—for the early Grover 





Cleveland window set-up is now ob- 
solete. 






Central Manufacturers Mutual Ins. Co., 
Van Wert, Ohio. ...ccccccccccccsteccscs 64 T? say nothing of styles. One 
new shoe a week is our motto— 
a motto expanded into a series of 
interesting style articles, the first 
of which will appear next week 
Hotel Belvedere, New York City......... 68 | with a discussion of the eyelet tie 
’ | and new ways of making it attrac- 
tive and salable. 





Glauberg, Max, New York City.......... 67 









Kirsch-Blacher Co., Inc., New York City.. 67 


Kluge, E. H., Weaving Co., New York City 67 W: have long contemplated 
with envy this game of “Ask 
Me Another” and‘ have now highly 
Meyer, Frank C., Co., Inc., Brooklyn, N.Y. 67 | resolved to get into it ourselves to 
the tune of two pages—one sensible 
Sow Vouk Whsuds Pesciistnn Ghai, Mew and the other just plain nonsense. 
Wee Gas ck icc wn ci vecsscdenvercéces 67 If you don’t like one you can turn 
to the other, which is a vast im- 
provement on the way the news- 
papers play it. 


Seaver-Howland Press, Boston............ Os 










Peters Employment Service, Boston...... 67 
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